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PRING is the season 
when hard work will Ze 
produce the greatest AA 
results in the way of in- WAZ | a 
creased business for feed 
dealers. Seeds, fertilizer, 
poultry and dairy feeds | 
should be pushed. Feeders 4 
back on purchases and put =< 
cattle out on the new past- ( VE 
ures. Stop this false econ- (few 
omy and help your custom- a A () 
ers and yourself. Every Z 
new poultry flock you en- 
courage brings a new feed a AC 
customer to your store. TEE ys 
Selling good seeds and fer- == ANN 
tilizer is profitable to both 
you and your patrons. 
Work hard, now, to earn 
your summer vacation. 
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Large Modern Plant of the Northern Milling Company at Wausau, Wisconsin 


RE you satisfied with the line 
of Dairy, Stock and Poultry 
feeds you are carrying? And 
is your business growing? Can 

i you get everything you need in one mixed 
— car, or do you have to buy from a dozen 

aa different concerns to get what you want? 


This is the critical time of the year for 
every feed dealer. How to keep a full 
line of feeds on hand without overloading 
is the problem. Especially is this impor- 
tant in a season like this when prices are 
abnormally high, and likely to collapse 
any time. 


\ Here is just where NorTHERN MILLING 
Company complete mixed car service 
comes to the aid of the retailer. You 
can, with this plan, so gauge your pur- 
Ih chases and sales as to have on hand a 

complete assortment of feeds at all times 

without carrying a surplus of anything. 


{ Straight car buying is a hit and miss 
r preposition, with the odds against you. 
a In contrast to this, the Northern Milling 
Company feed service offers you a steady 


1 A COMPLETE FEED SERVICE 


supply, quick turnover, sure and liberal 

profits. 

From the NorTHERN MILLING Company 
you can get all the feeds, seeds and grain 
you need in one car and in addition every 
NorTHERN dealer participates in the bene- 
fits of these established policies: 

1. Exclusive agency. Only one Northern 

dealer in every town. 

2. No direct sales. Northern feeds are 

sold through dealers only. 

3. Quality products built up to a standard 

and not down to a price. 

4. Moderate prices. Only one small profit 
is added to these feeds, and they are 
passed on to you at a price which will 
enable you to realize a generous pro- 
fit, match quality for quality any pro- 
ducts on the market, and successfully 
meet any competition. 

. Quick service. Cars loaded and on 
the way within 24 to 48 hours. 

Do you want to join the NortHERN 
family of live wire dealers? 

Our representative will be glad to talk 
it over with you. Write today. 


NORTHERN MILLING COMPANY 


WAUSAU, WISCONSIN 
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Bess Work of Many Men 


HIS machine blends and mixes 
all kinds of dry feed. A com- 
bined loader, mixer and sacker, 
\\ complete in one unit. It saves 
|) labor, Space and time. The 


3-in-I Feea Mixing Piant 


cleans itself automatically after each batch 
is finished. Shipped ready to operate. 
Write for full information. 


Superior D. P. Cups Increase Elevator Capacity 


Without changing anything 
but the cups you can in- 
crease your elevator capa- 
city 20%. Superior D. P. 
Cups can be placed closer 
on the belt. They discharge 
perfectly. Wecarry com- 
plete stocks. 


Everything Jor Every Mill and Elevator 
he Strong-Scott Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Go.Ltd.Winnipeg 


The Symbol 


We can ship your requirements of Oats and 
Corn from our Elevator at Milwaukee or 
Savanna, Ill. 


We buy only the best quality grain and you 
can handle our shipments profitably. 


Send for Sample of Our ‘Quality Corn 


“| Write or phone for our quotations |* 


FROEDTERT GRAIN & MALTING CO. 


MILWAUKEE—MINNEAPOLIS 


Operating Elevators at _ TELEPHONE 
MILWAUKEE, SAVANNA, MINNEAPOLIS, WINONA ORCHARD 5410, MILWAUKEE 
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NO-MILK 


Trade Mark Registered U. S. Patent Office 


Help your feeders make big- 
ger profits by selling them No- 
Milk Calf Food, manufactured 
since 1885—45 years—and 
still the Leader. 


We have over 600 dealers in 
Wisconsin selling our product 
and some of them for over 42 
years. Their repeat orders 
each year is the best recom- 
mendation that we know of 


for No-Milk Calf Food. 


And now, a complete line 
of poultry feeds: 


NATIONAL CHICK MASH 
NATIONAL GROWING MASH 
NATIONAL EGG MASH 
NATIONAL SCRATCH FEED 
NATIONAL CHICK FEED 
NATIONAL DEVELOPER FEED 


National Food Co. 


D. R. Mihills, Mgr. 
FOND DU LAC WISCONSIN 
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Essential 


_ Every high protein dairy ration and 
every egg mash calculated to get heavy 
and consistent production safely and 
economically needs 


DIAMOND 


CORN 


GLUTEN MEAL 


in its formula. 


Whether you manufacture a nation- 
ally known ration, or a ration that is 
popular locally, or merely sell other 
peoples’ feeds to your trade in original | 
bags for home-mixing, Diamond Corn 
Gluten Meal is a profitable feed for 
you to handle. | 


ALL CORN—MINIMUM PROTEIN 40% 


TOTAL DIGESTIBLE NUTRIENTS 
OVER 80% 


40% Protein 
Guaranteed 


Corn Products Ref’g. Co. 
New York Chicago 
MFRS., ALSO, OF BUFFALO CORN GLUTEN FEED 
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Here’sa brief, fact-giving re- 
port covering mineral feed- 
ing that you should read. 


Tells how you can better 
mineralize your feeds and 
save $10.00 per ton on 
material, and also save in 
handling and mixing costs. 


Investigated and now used 
by some of the leading 
chemists and nutrition ex- 
perts of the largest millers 
and manufacturers of stock 
and poultry feeds. 


Why not profit by this re- 
port? Write for your copy. 


PRODUCES H AVIER HOGS: MORE MORE 


GRICULTURAL (ORPORATION 


MANUFACTURERS OF HIGH GRADE FERTILIZERS 


61 BROADWAY, DEPT. 18 NEW YORK CITY 
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Why Not Profit By This Report. Too? 
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FEED 
PRICES 
MARCH 
WENT 
DOWN 
LOT 


UP A LITTLE 
GO BACK | 
PRICES WILL 
HOPE APRIL 
THINK AND 
WE 


MARKETS CHANGE UP AND DOWN—BUT 
RKD QUALITY IS ALWAYS THE SAME 


ArcADY Farms MILLinGc Company 


223 W. JACKSON BLVD. CHICAGO, ILL. 
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Readers Praise Feed Price Charts 
Published Last Month 


The Feed Bag is Complimented on Practical Value of Newest Feature 
A Few of the Many Comments, Being Received Daily, Acknowledged Here 


OMPLIMENTS on the price 
C charts which appeared in the 

March issue of The Feed Bag are 
arriving in every mail. 

Dealers, manufacturers, agricultural 
college professors, and other allied 
trades find practical value in it and 
wish to have the serv:ce repeated every 
year. 

Readers Appreciate Chart 

Many of The Feed Bag readers have 
removed the chart from the magazine 
and posted it for ready reference. Oth- 
ers have placed it under the glass of 
their desk before them. 

Dealers can save money in buying 
their feeds by studying the chart and 
following its averages. It shows, in 
graph form, the market trends of wheat 
bran, linseed meal, standard wheat mid- 
dlings, No. 3 yellow corn, gluten feed, 
No. 3 wh'te oats and cottonseed meal 
during the past five years. A black line 
indicates the average maintained by the 
various commod'ties during this period. 
Thus a barometer is furnished which 
shows the dealer at what time of the 
year feeds, according to the law of av- 
erages, have struck the low level of 
prices. The chart with a little study is 
easy to analyze, and will more than re- 
pay the dealer for his efforts by enabling 
him to buy wisely. 

It Will Be Very Useful 

“March copy of The Feed Bag just 
arrived,” writes H. B. Curtis, Upton, N. 
Y., dealer. “I want to thank you for the 
splendid chart. It will surely be very 
useful.” 

“We are in receipt of the March num- 
ber of The Feed Bag and very much 
appreciate receipt of the chart enclosed,” 
says S. C. Northrop, Globe Milling Co., 
Watertown, Wis. ‘Needless to say this 
chart will be a very valuable help to us, 
and we would very much like to have 
this regularly each year with your an- 


nual number.” 

A. E. Van Campus, Middleboro, 
Mass., asks The Feed Bag to accept his 
compliments. ‘Year by year,” he adds, 
“the chart should become more useful.” 

Placed on Display Board 

The Denver Alfalfa Milling & Pro- 
ducts Co. has placed the charts in a con- 
spicuous place on a display board for 
ready reference. 

“We are very much pleased with your 
chart,” the firm writes, “and would be 
very glad to have you include one of 
these charts every year. We removed 
ours from the magazine and placed it on 
a display board for ready reference.” 

“Your chart on prices must indeed 
have taken some time to work 
comments Waiter Haertel, 
The Haertel Co., Minncapslis. ‘Many 
congratulations. In fact I think so 
much of it that I have placed it under 
the glass of my desk for future refer- 
ence.” 


up,” 
president 


Very Much Interested 

The Jones Feed Store, Rockland, 
Wis., appreciates the chart very much, 
and believes that every dealer should be 
able to make use of it. W. O. Jones, 
manager, wants the chart to appear in 
The Feed Bag annually. 

“I am very much interested in the 
price charts showing the comparative 
range in prices of different feeds for the 
past five years,” comments A. B. Lip- 
pincott, manager, The South Jersey 
Farmers’ Exchange, Woodstown, N. J. 
“This is well arranged and I should 
think it would be highly appreciated by 
all your subscribers.” 

Wanted Second Copy 

Paul Gebert, Jr.. The Lincoln Mill, 
Merrill, Wis., mislaid his March issue 
containing the chart and immediately 
wrote for another copy. “This little 
chart looks mighty good to us,” he 
wrote in his request. 
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College professors have also found the 
chart practical for their work. 

“Your chart covering the prices of dif- 
ferent feeds appeals to me a great deal,” 
writes John M. Evvard, professor of ani- 
mal husbandry, Iowa State College of 
Agriculture and Mechanical Arts, Ames, 
Ta. 

A request for a copy of The Feed 
Bag containing the charts was also re- 
ceived from J. B. Haves, assistant pro- 
fessor of poultry husbandry, University 
of Wisconsin Colteze of Agriculture, 
Madison. 

Much Obliged, Mr. Hanke 

And still another bouquet comes from 
O. A. Hanke, editor, Poultry Tribune, 
Mount Morris, III. 

“As a contemporary editor,” writes 
Mr. Hanke, “I want to congratulate you 
on The Feed Bag price chart. Very 
good work.” 

The Feed Bag accepts the numerous 
compliments with thanks and in all hu- 
mility. There is no greater joy for us 
than in serving our many readers, and 
we hope that we shall find many more 
occasions to help the feed industry. 


S. M. THORNTON, Laurel, Mont., 
owner of the Laurel flour mill, has in- 
stalled a feed mill. 


HUTCHINSON BROS. feed mill, 
Titonka, Ia., was completely destroyed 
by fire on March 8. The loss is esti- 
mated at $9,000. 


T. H. HAGEN, Buffalo Springs, N. 
D., has purchased and will operate the 
Buffalo Springs grain elevator. 


FIRE AT MARSHFIELD 
Farmers Cooperative Produce Co. 
feed mill, Marshfield, Wis., was dam- 
aged by fire recently. 

mated at $6,000. 


The loss is esti- 
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RAIN elevator managers who 
sell feed and other sidelines 

were cautioned against credit as 
“hazardous”, and urged to adopt a cash 
basis on these commodities by N. H. 
Mongeau, Elmore, Minn., who spoke at 
the annual convention of the Farmers 
Elevator Association of Minnesota, at 
Minneapolis, February 20. 

Defeats Cooperative Aims 


“Where an elevator is doing a large 


retail business in coal, feeds, seeds and 
twine the extension of credit becomes 
extremely burdensome,” he said. “Most 
merchandise comes in with sight draft 
attached to bill of iading. If we ex- 
tend much credit we soon have all of our 
capital tied up in acccunts receivable. 
If they were collected every 30 days all 
of our worries would cease, but the av- 
erage account is collectible only once 
a year. The extension of credit may 
thwart the very object for which an 
elevator was formed, by increasing the 
cost of operation through charged off 
acccunts.” 

Mr. Mongeau warned elevator mana- 
gers not to judge the success of their 
business merely by the volume of sales. 


Minnesota Elevator Managers 
Told To Avoid Credit 


“A large volume of business does not 
mean success unless it is transacted at 
a profit and collected for,” he said. “We 
have all heard the expression, ‘that ele- 
vator can’t go broke; look at the large 
volume of business it is doing.’ 

“Don’t forget that it is easier to go 
broke on a large volume than a small 
one if you are not making a profit and 
collecting it. The cash in your bank is 
the only asset you can use to discount 
your bills. Accounts receivable have 
their place, but require constant watch- 
ing and reducing. 

“I have visited elevators with ac- 
counts receivable ranging from $10,090 
to $20,000. Unless they are very good 
collectors and have an unusually pros- 
perous community to back them, these 
elevators are sure to have a lot of 
trouble. If the elevators turned over 
to the banks the matter of. extending 
credit it would make their business 
safer. The bill dodger is making it hard 
for the elevator to give him the service 
to which he is entitled. 

“A customer comes in and pays regu- 
larly for two or three years,” he said. 
“A little hard luck comes along and he 


He be- 


gets careless about his bills. 
comes offended if you go after his ac- 


count. He is just the fellow who will 
slip his business to the next town to 
get away from paying his bill. Many 
times he spreads false reports about the 
elevator that extends him credit to jus- 
tify his reasons for changing his trading 
place. 

“You have a customer who has been 
delivering considerable grain. Some time 
later he asks you for cred:t on coal and 
feed. He is entitled to your considera- 
tion. His next crop is not so good. 
He needs more money than he can sell 
by getting his crop. He is as near to 
ancther elevator as he is to you. He 
delivers his grain there on one pretext 
or. another and you do not see him for 
several months. It is going to be hard 
to get that man back into your place 
of business again.” 

Elevator Business Changing 

Mr. Mongeau reviewed the history of 
the elevator from its beginning as a 
ready market for grain to its present 
diversified method of buying farm pro- 
ducts and selling farm merchandise 
back to the farmers. 

“The volume of the business in side- 
lines among elevators is in many cases 
equal to the grain handled,” he de- 
clared. “The extension of credit is a 
hazardous business at best.” 


BLUE RIBBON] 


INGREDIENTS 
CORN GLUTEN FEED. WHEAT BRAN, SOY 
BEAN MEAL, OLD PROCESS LINSEED On. 
MEAL, PRIME 43°) COTTON. SEED MEAL. 
PULVERIZED AND BOLTED FLAX AND 
GRAIN SCREENINGS. MINERALS (CALCIUM 
CARBONATE. BONE. MEAL, SALT) “AND 
eS 


Protein.... 


sweet 
| DAIRY FEED 
BROOKS MILLING CB, 


| MINNEAPOLIS, MINW. 
GUARANTEED 


dairymen. 


BROOKS MILLING CO. 


MINNEAPOLIS, MINNESOTA 
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A Lively Leader 


MEANS 
INCREASED INCOME 


BLUE RIBBON SWEET DAIRY FEEDS 


are used by thousands of discriminating 


Increased demand proves their popularity. 
Business builders of good will and friendship. 


COMPLETE LINE OF DAIRY, 
POULTRY and HOG FEEDS 


TRY OUR 24% PROTEIN DAIRY FEED 


Profits Prove 


LET 


IT 


ha 
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Membership Campaign Announced 
By Central Association 


Contest Starts April 15, Ends June 1; Numerous Prizes Offered 
Winners to be Announced, Awards Presented at Annual Convention 


VERY member of the Central Re- 
E tail Feed association will have an 

opportunity during the next two 
months to win a prize and perform a 
service for his organization and indus- 
try. 

David K. Steenbergh, secretary, an- 
nounces a membership campaign to start 
April 15 and conclude June 1, just pre- 
vious to the annual conventicn at Mil- 
waukee, June 4 and 5, when the winners 
will be announced and the awards pre- 
sented. 


All Members to Participate 

Every member will be requested to 
participate in the contest. Plenty of 
action and close exciting competition for 
the prizes are expected. The campaign 
will give dealers an cpportunity to get 
out and enjoy the spring weather while 
they call on their fellow tradesmen’ and 
profit by exchanging ideas with them. 

Before April 15, all members will re- 
ceive eight cards, each bearing the name 
of a dealer in his territory who is a pros- 
pect for membership in the Central Re- 
tail Feed association. These prospects 
are to be called on and invited to join 
the association. Space will be provided 
on the cards after the names to indi- 
cate remarks and date upon which such 
call is made. A prize awaits the mem- 
ber-dealer who is the first to make all 
of his calls and to send in a complete 
report to the Central Retail Feed asso- 
ciation offices. 

Many Prizes Offered 

Other awards will be numerous, but 
all of them demand hard work and ac- 
tion. 

The grand prize goes to the first mem- 
ber who sends in his report, showing that 
he has signed up every one of the eight 
dealers whom he solicited. The win- 
ning of this award will be a great honor 
and every member should strive for it. 
All other reports which arrive later but 
show that all of the eight dealers called 
upon have signed up will also receive 
prizes and honorable recognition. Shou!d 
no contestants obtain eight members, al- 
though this is nct probable, prizes will 
be given to all those who report the 
highest number. 

The first reports which reach the of- 
fice with 7, 6, 5 and down to 1 and 
even with no memberships obtained will 
also receive prizes. All eight calls must 
be made, however, before the member 
is eligible for an award. 


Still another prize, for which every- 
one should try, will be given to the 
member who writes the best account of 
his experiences in making the calls dur- 
ing the contest. New ideas learned 
by visiting other feed stores and talk- 
ing with the dealers, suggestions made 
by them for bettering the welfare of 
the feed industry, and any other items 
of interest should be included in the 


VERY man owes a great 
deal to the industry in 
which he earns his liv- 
ing. Members of the Central 
Retail Feed association are 
given an opportunity to at 
least partially pay this debt by 
enthusiastic work in the con- 
test announced herewith. The 
chance to serve, rather than 
the promised prizes, is the real 
incentive. The prizes help 
make the game and add p‘eas- 
ure to the task. The reward 
is the knowledge that you have 
given as well as received in 
service of the industry which 

provides for you and yours. 


letter. The prize-winning letter or story 
will be published in The Feed Bag. 

Membership of the Central Retail 
Feed association is expected to be dou- 
bled before the contest closes. The 
success of the campaign depends upon 
the present members who should make 
every effort possible to make the calls 
indicated on the cards which they re- 
ceive and by all means to get the pros- 
pect dealer’s signature on the dotted 
line. Sell him on a “cash basis”, too, 
and get his $10.00 check for first year’s 
dues with the application. 

Boost the Convention 

New members should also be encour- 
aged to attend the annual convention cf 
the Central Retail Feed association at 
Milwaukee, June 4 and 5. This will give 
them an opportunity to see the organi- 
zation which they have joined in action, 
and will also enable them to present 
their personal views and their trade 
problems. 

In addition to performing a real serv- 
ice for their association and the feed 
industry, members will obtain many new 
ideas and fresh insights into the feed 
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business by calling on other dealers dur- 
ing the campaign. 

“Most of my time,’ said one dealer 
who recently participated in a member- 
ship contest, “was occupied looking over 
warehouses, elevators and mills and I 
cbtained many ideas which I am going 
to apply to my own business. I feel 
that I profited more in the one day that 
I was away from the store than I pos- 
sibly could in two weeks at home on 
the job. 

Give One Day’s Time 

“T believe that every dealer has at 
least one day which he can spare for 
the benefit of his assoc‘aticn and the 
business in which he is engaged, and I 
also believe that every dealer who 
spends such a day calling on trade will 
find that, from a strictly fresh view- 
point, it has been a profitable one for 
him.” 

The cards listing the names of eight 
prospects for membership in each mem- 
ber’s territory will go forward within a 
few days. Their arrival will be the sig- 
nal to start. 

After all of the calls are made and the 
required indications are noted on the 
cards they should be returned immedi- 
ately with signed applications and fees 
to David K. Steenbergh, secretary, Cen- 
tral Retail Feed association, 86 East 
Michigan street, Milwaukee, Wis. The 
first member to report eight calls re- 
ceives a prize. Will it be you? 


CARL H. BAUMANN, Milwaukee, 
grain broker and member of the Mil- 
waukee Chamber of Commerce, died 
March 5, after an illness of several 
weeks. 


OLE G. TEIGEN, Milan, Minn., has 
purchased the flour and feed store of 
S. L. Lyngen and taken immediate pos- 
session. 


WESTERN SUPPLY CO., operat- 
ing mills and warehouses in Sparta, 
Tomah and Cashton, Wis., has been in- 
corporated with a capital stock of 
$100,000. The incorporators are John 
W. Kress, Philip E. Kress, and Fred 
R. Kress, all of Tomah, Wis. 


G. W. GARD, Rockford, IIl., is open- 
ing a feed store. He was formerly man- 
ager of the L. & G. Feed Co. of that 
city. 
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STRIPED SACKS 


Something for the Feed 
Dealer Think About 


VERY sale of Quaker Feed does a good job . . a 

good job for the purchaser . . . a good job for 
the dealer. For Quaker Feeds “do the work.” That 
fact pleases the feeder and brings him back again and 
again to buy more. And that is the fact that pleases 
Quaker Dealers. There are other advantages in selling 
Quaker Feeds—the feeds in striped sacks. If you 
want to be a Quaker Dealer, write today. A postal 
card will bring you full details promptly. - 


THE QUAKER OATS COMPANY, Chicago, U.S. A. 


BUY QUAKER FEEDS 
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PUSH FEED SALES Saving a dollar on the dairy feed 
THIS SPRING bill by turning cows on _ pasture 

before it is ready is false economy 
and will cost many a dollar in cow flesh and reduced milk 
flow before the summer is over. 

This unchallenged fact is now being pointed out to dairy- 
men by the feeding authorities of the various agricultural col- 
leges and experiment stations throughout the country. It is 
a fact which should be stressed by progressive feed dealers 
in all sales talks and friendly conversation with their custom- 
ers during the ensuing month. 

Feeding authorities and dairymen are interested in this 
propaganda as a means of furthering greater and more eco- 
nomical production among dairy herds. This interest should 
also motivate the feed dealer, but he should not forget the 
opportunity it gives him to extend his best dairy feed’ selling 
season well into the spring. 

The movement to keep cattle off the pastures until they 
are really ready, and then to encourage some grain and com- 
mercial ration feeding throughout the summer, is gaining in- 
creased headway every year. The least we can say is that 
it is a very worthwhile movement for the feed dealer to en- 
courage and support. Its object is to help the farmer and 
its result will increase your business. 

Spring is a good time for the feed dealer to sponsor get- 
together educational meetings of his patrons. Don’t try to 
sell your products at the meeting but arrange for speakers 
to talk on seeds, fertilizer, poultry raising, saving pastures 
and summer feeding of the dairy herd. Your county agent 
will gladly help you with all arrangements. 


FEED LEGISLATION The Wisconsin 
DEFEATED 


senate, after a 
fight which became one of the 
bitterest during the present ses- 
sion, has finally defeated a bill, introduced by Senator John 
C. Schuman, which would have required that the labels on 
all feeds sold in the state show percentages of all ingredients 
used in their manufacture. 

The final vote which was 19 to 9 on the motion which 
killed the measure does not indicate how hard the battle real- 
ly was. The bill had previously been engrossed by practical- 
ly as heavy a favorable vote—many senators supporting the 
bill without knowing anything about it, merely because of 
present day interest in doing everything possible for the 
farmer. 

The Central Retail Feed association, representing Wis- 
consin retail feed dealers, joined the active opposition to 
the bill. Wisconsin manufacturers, including the C. A. 
Krause Milling Co., Northern Milling Co. and Smith Milling 
Co., were on the ground opposing the bill in their own be- 
half and for the American Feed Manufacturers association. 

The proposed law was finally defeated largely because it 
could not have been enforced, a fact attested to by the Wis- 
consin department of agriculture and other authorities on 
feeds and feeding throughout the United States. The sena- 
tors seemed impressed with the fact that there were already 
too many laws which could not be enforced upon the statute 
books. 

The Central Retail Feed association opposed the bill be- 
cause it would have increased the cost of feed to Wisconsin 
farmers because of the special arrangements manufacturers 
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would have been required to make in order to sell feed in 


the state. The passage of the law would have also opened 
the door to fraud and misrepresentation in the selling of feed 
to Wisconsin farmers. It would have created a standard for 
feed buying which would have been impossible to check and 
therefore unreliable for the farmer to depend upon in making 
his purchases. 

The Central Retail Feed association is not opposed to 
open formula feeds—when voluntarily and honestly made by 
responsible manufacturers. It is opposed to any law which 
would require that all manufacturers, the responsible as well 
as the few dishonest which are always found in every large 
group no matter what industry, make open formula feeds, 
thereby establishing a law which could not be enforced and 
a standard which could not be checked. 


ADVERTISING Each 
FEED PRICES 


pissing menth finds more feed 
dealers started on some regular progrant 
of advertising for their stores and pro- 
ducts and in their advertising not a few question the value 
of frankly publishing their price lists. 

The editors of The Feed Bag have given this problem 
considerable thought. We have listened to many arguments 
pro and con, talking with feed dealers who sincerely believe 
it is poor business to publish prices and with others who !ean 
so far in the other direction that they even say advertising 
is not advertising unless it includes a price list. 

There is no place on this editorial page for a review of 
these arguments. The conclusicn we have reached is that it 
pays to advertise prices. There is a novelty attention value 
in retail feed advertising material which includes price lists. 
Farmers will invariably keep the lists to check the prices 
with those of your competitor even if they do not come to 
your store to trade. Everybody likes to know the prices of 
all things they are planning to buy and feeds and farmers 
are no exception to.this general rule. 

The most important reason for our decision is that all 
feed stores using price lists, within our experience, are get- 
ting results from their advertising and prospering in the con- 
duct of their business. Try quoting prices in advertising 
you send to your customers. You, too, will find that it pays. 


WELCOME 
“FEEDSTUFFS” 


The Northwestern Miller an- 
nounced that on Saturday, May 18, 
they wilt undertake publication of Feed- 
stuffs, a weekly newspaper in the interest of the commercial 
feédstuffs trade—the manufacturer, mixer, jobber, broker, 
dealer and the feeder himself. | 

Feedstuffs, the announcement advises, will be printed on 
newsprint paper, with no attempt at cover or illustration em- 
bellishment, adhering as closely as possible to the job of giv- 
ing readers markets, facts, help, news and useful data of im- 
mediate interest and importance. 

The Northwestern Miller has attempted to cover news 
of commercial feeds in its present publication and only de- 
cided to publish Feedstuffs when it became convinced that 
the demand of the field for a terse, accurate, interesting and 
authoritative weekly publication could be met only by a paper 
devoted to that subject and to nothing else. 

The Feed Bag is giad to extend a welccme and best 
wishes to Feedstuffs. 
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i Electric Motor Driven Feed Mill at 
Farmer’s Elevator Co., Tyler, Minn. 


Replace Have you ever considered 


gasoline engine power as a 


Electric substitute for electricity? 


There are no standby charges 


Motors with an engine. You can cut 


your power costs in two. 


n-864-L 


Waukesha Multi-cylinder Ricardo Head 
Engines are the most economical type of 
power plant that you can buy. Belted 
or direct connected they provide cheap 
reliable power that you pay for only 
when in use. To start just “press the 
button.” Write for further information. 


“T.-Head Engines—They take better care of themselves.’’ 


STATIONARY POWER DIVISION 


WAUKESHA MOTOR COMPANY 
Waukesha Wisconsin 
New York Office: 8 West 40th Street San Francisco: 555 Howard Street 


Exclusive Builders of Heavy-Duty Gas Engines for Over Twenty Years 
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Terms of Eastern States Exchange 
Sales Contract Criticized 


Dealers Requested to Explain Unfair Demands to Farmers 
Note Purported to ‘Cost Nothing’ May Prove Big Obligation 


By Lynne P. Townsend 


Secretary, New England Retail Grain Dealers Association 


interesting and_ illuminating 
A sidelight on how the Eastern 

States Farmers exchange gets its 
business and finances itself is revealed 
in recent literature put out by the 
Springfield offices of the exchange. In 
the March issue of the Co-operator, of- 
ficial publication of the exchange, we 
find an article dealing with the contracts 
which customers of the exchange are 
asked to sign and which cover a period 
from now to December 31, 1930. 


“Feed Contracts Ready 


“As the purchasing agent for 25,000 farmers 
scattered over nine states, the Eastern States 
Farmers exchange asks its members each year 
to estimate as accurately as possible the amount 
of feed and grain they will require. These esti- 
mates guide the exchange in contracting with 
ingredient manufacturers and in purchasing feed 
and grain on the open market. The exchange 
acting as the purchasing agent of its members 
does their buying better when it knows well in 
advance what a considerable portion of them 

“There are farmers who hesitate to sign with 
their exchange for all or even part of their feed 
requirements because they like to buy inde- 
pendently. The experience of past years has 
convinced most members that the ideal sort of 
independence they seek in feed and grain buying 
does not actually exist. The choice lies between 
buying what the exchange selects for its members 
with their interests in view, or of buying from 
other sources the feed and grain dealers or manu- 
facturers buy to sell to farmers at a profit to the 
sellers. An increasingly large number of farmers 
each year are learning from experience the value 
of Eastern States selective feed buying service. 
They find the quality of exchange’s commodities 
so much more satisfactory month in and month 
out that they prefer to use this service whether 
they contract for their requirements or not. 
The fact that the contract helps the exchange 
serve them more effectively accounts for the 
steady increase from year to year in volume of 
tonnage contracted for. ‘ 

“As most members know, the periods on the 
feed contract developed from the original winter 

riod contract. When it became advisable to 

ave contracts for the full year’s requirements, 
the members were asked to estimate their needs 
from spring to spring instead of only from fall to 
spring. The fiscal year of the exchange is the 
calendar year. Since all other exchange records 
follow the calendar year, and since contract re- 
bates are included in the patronage dividend 
checks, and dividends are payable at the end 
of the calendar year, it is desirable to work the 
feed contract year over to the calendar year 
also. To do this economically and avoid two 
canvasses for feed contracts the same year, the 
1929 feed contract covers a from June 
1, 1929, to December 31, 1930. The next feed 
contract will cover the year 1931. 


“The Contract Notes 


“The notes attached to the contracts for $10 

r ton of feed and ingredients ordered are financ- 
ing the purchase of much of the grain and other 
ingredients. These notes cost the members 
nothing. Provided the terms of the contract are 
carried out, the notes are returned when the 
contract period ends. The notes neither tie up 
nor absorb any part of the members’ capital, 
yet, when endorsed by the Eastern States Farm- 
ers exchange, the Federal Intermediate Credit 
bank at Springfield loans the exchange cash equal 
to 50 per cent of the face value of the notes as 
the exchange needs cash for the purchase of 
supplies. This credit coupled with the loans from 
commercial banks made on feed and grain car- 
tied in storage at the mill furnishes the Eastern 
States Farmers exchange with funds to finance 
purchases on terms convenient to the member- 
ship and satisfactory to the banks. The notes 


therefore, are a very important feature of the 
feed service. 

_ “In order to stimulate the interest of members 
in purchasing supplies through their exchange 
on contract a rebate is paid annually of 50c per 
ton for grain ordered on contract and used by 
members. This rebate is usually paid with the 
patronage dividend, but since a special reserve 
is created to take care of this rebate, it is paid 
regardless of whether a patronage dividend is 
paid or not.” 


Copy of Contract 


Next we print a copy of the contract 
which Eastern States customers (the ex- 
change calls them members) are asked 
to sign and appended to it the form of 
note which is used: 


“In consideration of the terms of this contract 
and in order to furnish a basis of credit for the 
purpose of financing the purchase of feed, grain 
and/or flour, and to secure the performance on 
my part of this agreement, I (the buyer) have 
made and delivered to the Eastern States Farm- 
ers’ Exchange my promissory note, for the amount 
equal to fifty cents per bag on the total quantity 
of feed, grain and/or flour specified in this con- 
tract, payable at the Third National Bank & 
Trust Co., Springfield, Mass., to the order of 
the Eastern States Farmers’ Exchange. It is 
understood and agreed that the Eastern States 
Farmers’ Exchange may discount or pledge said 
note, but upon the full performance by me (the 
buyer) of this agreement the said Eastern States 
Farmers’ Exchange agrees to take up said note, 
if discounted or pledged, and to cancel and re- 
turn same to the buyer before Jan. 15, 1931. 
In the event of a failure on the part of the buyer 
to carry out the terms of this agreement, then 
said note shall be paid according to its terms and 
the proceeds shall be accepted by the Eastern 
States Farmers’ Exchange as liquidated damages 
resulting from such failure. 

“In consideration of this loan of credit the 
Eastern States Farmers’ Exchange agrees to pay 
the — fifty cents per ton on the total quantity 
of feed and grain ordered on this contract and 
accepted upon delivery. If for any reason the 
buyer fails to carry out the terms of this contract 
it is agreed that this provision is nullified for the 
entire period. 

“The buyer agrees to give shipping directions 
at regular intervals for approximately equal 
monthly installments of the quantities of feed, 
grain and/or flour ordered in this contract, with 
the understanding that the monthly quantities 
may vary according to seasonal requirements. 

“It is agreed that the standard formulae of 
Eastern States Feeds are subject to change in 
the event that economical producing quality can 
be improved according to the opinion and recom- 
mendations of the College Feeding Authorities 
in Eastern States Territory, or that one or more 
of the ingredients are not available in sufficient 
quantity at reasonable prices in comparison with 
other ingredients in the opinion of said Author- 
ities to warrant their use. 7 

“The buyer further 7 to recognize such 
agent as is appointed by the Eastern States 
Farmers’ Exchange to serve as its Local Repre- 
sentative and to pay cash at the car door on 
arrival of each carlot or shipment of feed. 

“It is mutually understood and agreed by both 
buyer and seller that this contract is subject to 
suspension or cancellation in whole or in part b 
reason of death of buyer, loss of his herd or floc! 
due to fire or other unavoidable casualty or due 
to Federal or State tuberculin test; also by rea- 
son of destruction or damage to car shortages, 
embargoes, or other unavoidable contingencies 
affecting shipment or delivery in carload quan- 
tities. 

“This contract is subject to cancellation for 
any unused portion upon presentation of evidence 
satisfactory to the Exchange to the effect that the 
buyer has sold or disposed of his stock or poultry 
and that he has no use whatever for the commodi- 
ties ordered on this contract. 

“It is expressly understood and agreed that 
the Exchange shall be subject to no liability on 
account of any breach by it of this contract 
except for willful misconduct or bad faith. 
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“No agreement or statement except those in 
this contract will be recognized, excepting official 
communications authorized by the Executive 
Committee of the Exchange announcing prices 
and conditions of delivery. 

“This contract is subject to acceptance and 
confirmation by the Springfield office of the 
Eastern States Farmers’ Exchange.” 


Copy of Pledge Note 
The following is a copy of the blank 


form for the note which is attached to 
the contract: 


“On Jan. 15, 1931, for value received, I promise 
to pay to the order of the EASTERN STATES 
FARMERS’ EXCHANGE the sum of 


at the Third National Bank & Trust Company, 
Springfield, Mass. 


Go back and read this contract over 
again. Note that it runs to December 
31st, 1930. Note that the customer. is 
required to put up $10 per ton in ad- 
vance. Note the use that is made of the 
notes. If this whole transaction does not 
strike the reader, who presumably has 
had some experience in selling grain and 
feed, as simply astounding, then there 
is nothing more to be said. 

_It is all very well for the Co-operator 
to state that “These notes cost the mem- 
bers nothing”. There is a proviso, as 
there always is—a sort of joker which 
changes the whole complexion of the 
matter. Whenever a man signs his 
name to a promise to pay, the instru- 
ment becomes a liability against him or 
his estate and it does not take a Phila- 
delphia lawyer to know it. The ques- 
tion may readily be asked whether or 
not these members (?) are being fooled 
as to just what they are doing. 
Exchange Reaps Benefits 

Take a look at the provision that is 
made for a rebate of 50c per ton on all 
feed ordered on contract. This rebate 
is naturally a fixed charge against every 
ton of feed that is sold under the con- 
tract and in the very nature of things 
must be added to the cost price. It 
might as well be figured in at $5.00 as 
at 50c, since it does not mean a thing on 
the actual cost of the feed. Of course, 
it does mean that the customers are 
loaning back to the exchange real 
money at the rate of 50c per ton and for 
a period of time which runs from the 
date of delivery until the rebate is paid. 
According to one of its announcements, 
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the exchange has the use of $92,635 in 
this way during 1928, or at least that 
amount was returned to the customers 
in dividends and feed contract rebates. 

It seems that any feed dealer worthy 
the name and who keeps in close touch 
with buyers of feed in his community 
could well afford to make this Eastern 
States contract and this method of sell- 
ing feed the subject of a frank and ear- 
nest discussion with those farmers who 
buy or are tempted to buy from the ex- 
change. The whole matter is charged 
with sound argument which ought to 
appeal to any farmer to whom it is in- 
telligently and dispassionately presented. 


HAUZEN BROS., Thief River Falls, 
Minn., have purchased the Math Bar- 
zen Milling Co. 


An optimist is a farmer who thinks 
the chickens in his wife’s garden are 
looking for worms. 

* * * 


IGNORANCE IS BLISS 
If wages paid for laying bricks 
Each hen that laid an egg, well knew 
And went upon a labor strike 
What would the poultry keeper do? 
* * 


The deaf motorist who keeps right on 


Luck 


THe Y say Jim Lee’s 
been lucky . . with 
240 acres of the best land 
around here. But I can 
remember just a little 
while back when they said 
he was crazy. . paying a 
lot of money for purebred 
bulls and such before he 
even had his farm paid for. 
» 


“I remember when he first 
started feeding a balanced 
ration . . . about 10 years 
ago. People said that high 


feed would break him up. 


“Jim still feeds that same 
checkerboard feed. He 
told me yesterday it was one 
of the things that had help- 
ed him pay for his farm. 


“He feeds Purina Checker- 
board Chows to every head 
of stock on his place. 


“Look at that farm. Look 
how it’s built up. Good 
improvements. Good fenc- 
es. It wasn’t luck. Jim 
looked ahead 10 years ago. 
No wonder he still believes in 


Purina Checkerboard Chows.”’ 


PURINA MILLS, 813 Gratiot Street, St. Louis, Mo. 


POULTRY . . . COWS 
CALVES... HOGS 
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going when the traffice cop blows his. 
whistle usually gets his hearing before 
the judge the next morning. 
* 
CORNHAY WEAKLY NEWS 

Lem Jones, local feed dealer, found 
his cat tied to the warehouse doorstep 
yesterday morning, and the little chicks 
in this vicinity haven’t that down in 
the mouth feeling any more. Mr. Jones. 
would appreciate it if the person who 
returned the cat would also bring back 
the tail, which is missing. 

Mrs. Lott has sued her husband for 
divorce. He came home one evening 
last week, kissed her and said, “take a 
letter.” 

* 
LEARNED FROM WIFE 

Little Girl: “I know something but 
I won't tell you.” 

Feed Dealer: “You'll get over that 


when you grow older.” 
ak *x* * 


NEEDED SPEED 
A feed dealer drove down the main 
street of his town at breakneck speed 
and was stopped by a motorcycle po- 
liceman. 
“What's the big idea,” growled the 


officer. “You were going 55 miles an 
hour.” 
“I know it. Please let me go on,” 


pleaded’ the feed dealer. “My wife con- 
tributed to a rummage sale down town 
and I am going to save my other pair 


of pants.” 


SPREAD THIS NEWS 
The farmer who tries to make money 
by keeping scrub cows and _ feeding 
them hay and straw has about as much 
chance for profit as a man selling cork- 
screws at a W. C. T. U. convention. 
WANTED FAIR PLAY 
Banker (telephoning): Mr. Jones, do 
you know your account is overdrawn 
$8.30.” 
Feed Dealer: “Will you look up the 
figures of a month ago? How did I 
stand then?” 


Banker: “You had a_ balance of 
$530.” 

Feed Dealer: “Well, did I call you 
up?” 


* * * 


The proper use of dumb-bells puts 
color on the cheeks and the proper use 
of color on the cheeks catches many a 
dumb-bell—Park & Pollard Scratch. 


\ Carefully Sifted for Feed Dealer Consumption ] 
| 


Cash Price List Bulletin Board 


Increases Feed Sales 


R. E. Poole & Son Help Customers Remember All Their Needs 
Offer Free Delivery With Orders for Minerals Paying Big Profits 


ANY a farmer would buy a 
M greater variety of feeds each 
trip to the feed store were it 
possible for him to keep in mind all of 
the things that he might be able to use 
to advantage. He forgets certain items, 
as a rule, and realizing that this is a 
weakness with the public in 
general, R. E. Poole & Son, 
feed dealers of Harlan, Ia., 
long ago erected a bulletin 
board listing the entire line 
of feed stuffs kept in stock, 
tegether with the correct 
price of each item. 
Quick Paying Investment 
“I don’t recall how much 
this board cost us,” said R. 
E. Poole, “but I am_ well 
satisfied that it paid for it- 
self the first week it was put 
up. Man after man comes 
in and consults it, frequently 
to discover some item listed 
thereon that he needed, but 
had forgotten about. The 
result, of course, is a sale 


horses are too slow for hauling in this 
day and age. 
Special Free Deliveries 
They can get free delivery, however, 
with five bags of mineral feed included 
in their order. This interests many be- 
cause Shelby county, of which Harlan 


charge. They also realize that they 
cannot afford themselves to quit work 
at home and drive a good many miles 
with the slow going teams and wagons 
to make their own deliveries. So they 
make no objection to a price for the 
service. Some farmers who have trucks, 
tco, prefer to have their feed 
delivered.” 

Poole’s cash prices are al- 
ways quoted f. o. b. truck at 
Harlan. Ten cents a mile 
is charged for each delivery 
trip, plus cost of gasoline, 
oil, time for the driver and a 
little for depreciation. The 
charge is higher if the roads 
are bad, but customers are 
usually willing to wait for 
delivery until the roads are 
in reasonable shape, say the 
Pooles. 

Case of One Customer 

Citing an example of de- 
livery, Mr. Poole told of a 
customer to whom a two 
ton delivery had just been 


that would have been lost made. This customer lived 
without the help of the R. E. Poole Showing Patron Cash Price Bulletin Board at Kirkman, eight miles 
board.” away. He was busy with 


The Poole reminder and price board 
was properly prepared by a painter. It 
was first given several coats of black 
paint and then lettered and ruled with 
white paint. The price spaces were left 
blank so that they could be easily filled 
in with chalk figures following all 
changes in the market. 

The board is one feature of the Poole 
feed business extending over a county 
with two or three carload distribution 
points away from Harlan, these points 
being at stations having no feed stores. 
Another feature is the delivery service 
—a service which is in increasing de- 
mand among the patrons of all retail 
feed stores. 

The railroad freight car is the means 
for delivery to groups of customers in 
certain territories. Sales are made with 
the understanding that customers will 
drive to the car to receive their orders. 
This method only takes care of a few 
patrons as compared with the many in- 
dividual orders for feed coming into the 
Harlan store from the farms—orders 
that the customers demand shall be de- 
livered to their barns. These customers 
do not expect free delivery but they 
have no motor trucks of their own and 


is the center, is said to use each vear 
mineral mixtures valued at $400,000. 
The county agricultural agent has long 
been recommending the feeding of min- 
erals. 

“Five bags of mineral mixture deliv- 
ered free anywhere in the county,” R. 
E. Poole & Son advertise, getting re- 
sults in greater sales not only of miner- 
als but of all feed stuffs. The sale of 
five bags of mineral mixture to a farmer 
opens the way to the sale of other feeds 
for the reason that these can be taken 
along free on the same load. The secret 
of the matter is that profit on 
the mineral mixture is large enough to 
justify the free delivery service and us- 
ually several orders may be taken in the 
same direction at one time. In cases 
where only one lot of five bags must be 
delivered, a light car is used instead of 
a big truck. 

Delivery Service Demanded 

“More and more the farmers are re- 
quiring that their feed be delivered to 
them and the feed dealer might as well 
acknowledge the fact and make the best 
of it,” says R. E. Poole. “The farmers, 
as a rule, are reasonable. They realize 
that deliveries cannot be made without 
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farm work. He had no motor truck. He 
knew that it would not be practical for 
him to spend a whole day to make the 
trip to Harlan with his horses for 
two tons of feed. He chose the alter- 
native of paying $3.00 for truck delivery. 
The delivery fee meant no extra profit 
for the feed store. It was only an 
amount sufficient to cover the cost of 
the service but the benefit derived was 
in making a better satisfied customer of 
that farmer. 

Let the customer in the country know 
that he is actually paying for deliveries, 
the Pooles advise. It pays. Of course, 
if the order is big enough, and margins 
of profit have not been cut, then free 
delivery may be within reason. 


GRANGE LEAGUE FEDERA- 
TION is planning to open a new feed 
warehouse and distributing center at 
Ripley, N. Y., 50 miles west of Buffalo. 


BEROUN PRODUCE CO., Beroun, 
Minn., has been incorporated with a 
capital stock of $15,000. The incorpor- 
ators are J. W. Chalupsky, A. Vlasak, 
A. Kacer, L. J. Duradnik, J. Pavek and 
Chas. Kryser. 
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Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millteeds 


Gil and Cotton 
Seed Meals 


either straight 
or mixed 
cars 

Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


| Grain 
We offer: 
Oats, 
Corn, 
Rye, 


Barley 
and Chicken Wheat 


Write, wire or phone 
ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 


Ohio Grain, Mill Organizations 
May Enroll Feed Men 


EALIZING the progress of the 
R feed business in Ohio, two or- 

ganizations in the grain and mill- 
ing trade of that state are planning to 
include feed dealers among their mem- 
berships. 

Circulars have been issued by W. W. 
Cummings, secretary of the Ohio Grain 
Dealers association, asking members for 
a vote on the question of changing the 
name of the organization to the Ohio 
Grain and Feed Dealers association. 

“The purpose of the change in name,” 
writes Mr. Cummings, “is to recognize 
the great growth of the feed industry. 
As things now stand, practically every 
grain elevator in the state is a dealer 
in some kind of feed, so by changing 
the name we cover both lines of trade 
and we can then go out and solicit feed 
dealers who are not, technically, re- 
ceivers of grain.” 

C. O. Garver, secretary and treasurer 
of the Ohio Millers State association, 
in a recent letter to members, announces 
plans for a retail feed dealers’ organiza- 
tion. He points out that there are 


. hardly enough millers in the state to 


enable the association to expand _ its 
membership. 


“You will shortly receivel a prospectus 
of a retail feed dealers’ organization, 
which I think would fit in with your 
present. business,” writes Mr. Garver. 

“In this way you could work hand in 
hand with the allied dealers in the state 
and will have a separate department for 
flour mills if that is desired. Or a new 
organization might be formed merging 
the two groups which are one now, ex- 
cept for the larger mills.” 


WASHINGTON KLEIN, West 
Bend Farmers Co., West Bend, Wis., is 
a pretty fast fellow for a church dea- 
con. He has paid several fines for 
speeding in the past year. The most 
recent one was about 10 days ago when 
he tried to race his Chrysler with a new 
Ford. 


BENSON-QUINN Co., Minneapolis, 
has taken possession of the former 
Farmers Cooperative Co., Balaton, 
Minn., in lieu of accounts which the co- 
operative owed the Minneapolis firm. Al- 
fred Miller has been retained as mana- 
ger. Complete repairs will be made and 
the plant repainted, after which it will 
be offered for sale at public auction. 


SWEETENED 


CORN 


GLUTEN FEED 


20 % Protein 
“Builds Bigger Business” 


a conditioner and appe- 
tizer. 


Order Sweetened Douglas 
Corn Gluten Feed today 
in straight or mixed cars. 
Samples and further in- 
formation gladly fur- 
nished. 


Durham Cane Feed Molasses which is used to sweeten 
Douglas Corn Gluten Feed adds palatability, acts as 


PENICK & FORD, Ltd., Inc. 


Cedar Rapids, Iowa 


are getting 
more business with 
Sweetened Douglas Corn 
Gluten Feed. Two especi- 
ally good ingredients for 
dairy, poultry, and hog ra- 
tions are combined in a 
convenient form to add to 
any ration, whether home 
mixed or manufactured. 


One Dealer Trebled his 
business on Gluten Feed 


“For the last four years we have 
handled about a car of gluten feed 
per year, but with 1927-1928 we 
sold three cars Sweetened Douglas 
Corn Gluten Feed and have no doubt 
that our business on this feed will 
increase. Trade well pleased with 
Sweetened Douglas Corn Gluten 
Feed and enjoying a nice repeat 
business.’’——-Chase Lumber & Fuel 
Co., Dane County, Wisconsin. 
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Should Feed Dealers or Farm Agents 


Handle Fertilizer 


Manufacturers Originally Could Not Interest Stores in Product 
Retailers Now Object to Competition of ‘“‘Car Door’ Distributors 


izer or do the fertilizer manufac- 

turers wish to continue distributing 
their product through farm agents? If 
the feed dealer should and does handle 
fertilizer, should it be necessary for him 
to be forced to compete with farmer 
agents who do not carry stocks, have no 
permanent places of business and ‘no 
other fixed overhead? 

Two Sides to Question 

There is much to be said on both 
sides of this question. The Feed Bag, 
which has received many complaints 
from dealers and corresponded and 
talked with many executives of fertilizer 
plants, sees justice in the arguments of 
both sides. 

When fertilizer was first introduced 
it was much harder to sell than it is at 
the present time. The majority of feed 
dealers would not even consider hand- 
ling fertilizer and so the fertilizer com- 
panies were practically forced to carry 
their sales efforts direct to the farmer 
and to handle their distribution through 
farmer agents. 

Dealers Now Interested 

The value of fertilizer has since been 
generally proved and for the past few 
years an increasing number of feed 
dealers have been handling an increas- 
ing volume of fertilizer business. These 
dealers are handicapped in their efforts, 
however, by the lower selling costs of 
the farmer agents with whom they are 
forced to compete. 

Most of the fertilizer companies, with 
all of them selling more or less of their 
output through farm agents, would real- 
ly prefer to distribute their entire out- 
puts through legitimate and established 
retail dealers. They feel, however, that 
it would be unethical for them to dis- 
charge their farmer agents, fellows who 
helped them put fertilizer across in the 
first place and who in many cases have 
been selling fertilizer for the same com- 
panies for from 10 to 15 years. The 
fertilizer companies also believe they 
would not be fair to themselves if they 
gave up good business which they had 
established through farmer agents to 
dealers in the same territory who are 
now handling some competitive line of 
fertilizer. 

Now is Time to Change 

One of the recent fertilizer complaints 

comes from L. J. Hartzheim, Hartzheim 


Gi feed dealers handle fertil- 


Fuel & Feed Co., Beaver Dam, Wis. 
Mr. Hartzheim’s letter shows that he 
appreciates both sides of the question 
but he says that the time has come 
when feed dealers and fertilizer manu- 
facturers should take steps to get to- 
gether and remedy the difficult situation. 

The feed dealers were weak originally 
in not helping the fertilizer manufac- 
turers introduce their product to the 
farmers but it certainly is evident that 
the feed dealer should be a logical dis- 
tributor of fertilizer and The Feed Bag 
would like to see the various major fer- 
tilizer companies get together and pre- 
pare some program, possibly not to take 
effect for a period of years, which would 
ultimately establish the feed dealer as 
the legitimate and authorized retail fer- 
tilizer distributor. 

One Dealer’s Suggestion 

The letter from Mr. Hartzheim fol- 
lows: 

“Just a line to report the activities of 


They are sending out lit- 
erature on their fertilizer to the farmers 
with the name of their dealer. 

“He happens to be a farmer and not 
a legitimate dealer. This farmer goes 
out and quotes a cheaper price and tells 
the farmers he can afford to sell cheaper 
and that the dealer is holding him up on 
prices. It is time that the dealers and 
fertilizer companies get together and 
take steps to straighten out this matter. 
The fertilizer companies should ship 
only to recognized dealers and believe 
it would be a good idea for the officers 
of the fertilizer companies and all the 
various feed dealer organizations to get 
together in an attempt to find a solution 
to the problem. 

“More feed dealers should handle and 
stock fertilizer than do so at present. 
I believe fertilizer is the coming thing 
for more and more is being sold every 
year. I increased our fertilizer busi- 
ness 125 per cent in 1928 over 1927.” 


Inexpensive Advertising Plan 
| Attracts Attention 


contest appeal for your advertising, 

consider a plan of Hubbell’s feed 
store, worked out in conjunction with 
19 other local advertisers. The idea is 
not expensive. 

There are strategic points for wall 
advertising in the retail district of every 
community. Permission to use these 
spaces can be obtained in various cases 
for a nominal consideration. The adver- 
tising of the Hubbell feed store, along 
with the local group at Boulder is in a 
cabinet, roughly two feet wide and five 
feet high, with a glass front. It is about 
six inches deep and the front is a door 
with a lock. 

Arranged in equal spaces, each about 
six by eight inches, within, are the hand- 
lettered advertisements of the partici- 
pating firms. Space in the center, about 
on the level with the average eye, is 
used for a printed announcement of .a 
monthly prize contest. Five dollars is 
given to the person submitting the larg- 
est number of words made from a des- 
ignated master word. For example, the 
word “publicity” was once used. 

Each contestant submitting a list of 


| you are looking for novelty plus 
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words, must also give the names, ad- 
dresses and lines of business of every 
advertiser in the cabinet. 

The result is that every contestant be- 
comes very familiar with the whole 
group of advertisers. The stunt has 
merit in that contests are interesting, 
not alone to those who participate, but 
to the public at large. The number of 
people who study the proposition and 
glance over all the advertisements is 
far greater, of course, than those who 
enter the contest. 

The wording of the card advertise- 
ments is usually brief, featuring busi- 
ness name, address and telephone num- 
ber. Because so many firms join in the 
advertising, the cost is very low. 


JAENISCHE-LOWE CO. will erect 
and operate a feed mill at Fergus Falls, 
Minn. 


THEODORE THORSON, Fertile, 
Minn., manager of the Erikson Pro- 


duce & Feed Co., has resigned his posi- 
tion and moved to Minneapolis, where 
he will engage in another profession. 
Mr. Erikson will manage the business. 
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Miracle King Sweet Feed Unit 


A new and complete SWEET FEED 
SYSTEM at a very moderate price. 


Making your own sweet feeds will give you a greater profit than any other kind of milling. 


If you are already running a feed mill here is the way to more than double what you are 
now making. 


MIRACLE KING CUSTOM UNIT—Price only $1375.00 


One room, one man, one belt, self-contained. 


If you already have a feed grinder you will only need the Molasses Process, which is 
sold separately for only $950. 


The Miracle Molasses Process has proven remarkably successful all over this country. 


It is operating at several points where the temperature this season has been from 30 
to 40 degrees below zero. 


It makes better molasses feeds than can be made in any other way. The molasses is 
thoroughly rubbed into the feed, not just plated on the outside as does the hot process. 
Feed made by this process comes out dry and does not cake in the bag. It is simple. Any 
intelligent man can make the best of sweet feeds. Here is the biggest money making pro- 
position ever offered the feed miller. It will put you far ahead of your competitors. It 
will bring you the business you have been trying to get. 


Write at once for our booklet just off the press ‘THE MIRACLE KING SWEET FEED 
UNIT”’. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Vermont Feed Dealer | 
Writes About 
His Credit Experiences 
And 1927 Flood 


OURAGE is not limited to sol- 
C diers on the battlefield. 

It is often exhibited in the feed 
business by men like Joseph Curtis, 
owner of the Sharon Mills, Sharon, Vt. 

Flood Hurts Business 

The flood which ravaged his commu- 
nity in November, 1927, swept buildings 
before it like driftwood. The entire ter- 
ritory served by the Sharon Mills was 
made _ practically desolate. Business 
was swept away with the waters and 
a dark future loomed ahead before the 
community would again be rebuilt to 
its former state. Many business men 
abandoned their enterprises in despair. 

But Mr. Curtis, as he expressed it, 
“went back to the hills and looked up- 
ward”. And the Sharon Mills are again 
thriving. 

Mr. Curtis, in an interesting letter to 
The Feed Bag, tells of his trials during 
and after the flood, and explains the 
methods he has used to build his busi- 
ness. It follows: 

The One Best Magazine 

“As your magazine is, I believe, the 
one best on the market, I always look 
forward to its arrival with great plea- 
sure. Since entering the retail feed 
business six years ago, I have constant- 
ly studied on the credit bogy, and as 
Sherman said about war, it’s h—. 

“When I bought this plant, the sky 
was the limit on credit, all paid the 
same price. Times have changed. Milk 
trucks gather the cream and farmers 
now use autos and are willing to drive 
to the dealer who gives them the dollar 
value. The way I figure the business 
of today is for the dealer to carry a lim- 
ited number of known brands, know his 
goods, and rely on a motto. The one 
we have adopted is ‘Service and Qual- 
ity.’ 

“Three years ago I changed to a cash 
and credit system, making a 10c spread. 
It worked fairly well but there were 
still those who do not care to know the 
price so long as you charge it, knowing 
well that when their credit stopped there 
is always the next town and another 
dealer. I have watched not only one 
but several who have made the rounds 
of five towns in two years. 

“They came back, paid their bill here 
and started over again. That is where 


the dealers are to blame. We _ should 
work together, meet and talk over such 
things. He may be your competitor 
and still be a good fellow. Instead of 
standing inside of the door and seeing 
only a little, stay outside and take a 
look at the whole community. We were 
in the flooded area here in the White 
river valley and took a beautiful licking 
and if I had not gone back on the hills 
and looked upward I am afraid my cour- 
age would have left me. As it is, we 
are coming back slowly but surely. 

“We changed our business methods 
again last November to a one price cash 
system and it is working fine. Now 
when a customer needs credit we are 
very glad to accommodate him. He 
must establish a bankable credit for the 
amount needed ‘and buy his feed and 
grain for cash. We have a special note 
for him to sign and on which he pays 
interest. When they have no accept- 
able security, we demand a second sig- 
nature. 

Sell on Cash Basis 

“T had a case last September with a 
party who took a contract to do logging 
and needed $150 credit. We gladly gave 
him, one of our notes properly made out 
which they signed and sent to the com- 
pany for whom they agreed to do the 
logging. The company signed and re- 
turned the note to us. Well, they could 
not make a go of the job, as I expected, 
and quit. The company mailed us a 
check for which we gave thanks, but we 
had lost no sleep over the bill. 

“We have had several cases and all 
money has been promptly paid. We 
want cash, but use the credit note where 
it is necessary. One of the nice things 
about this is that you do not Rave to say 


Mr. and _— Curtis crossing the river at 
Sharon, Vt., by trolley which temporarily re- 
placed bridge washed away in the 1927 flood. 
put the matter directly up to them. I 
have asked bankers, lawyers and others 
to pick flaws in the note. One cement 
company is very much interested and 
has triedi to find a loophole in the sys- 
tem without success. 

“T certainly enjoy reading about what 
the other dealers are doing, but when all 
is said and done, the one who prospers 
in the feed business today is the one 
who is out among the trade giving his 
time and helping his trade. When I 
bought this plant’ in May, 1923, the 
Eastern States Farmers exchange was 
unloading two cars monthly, I learned 
after my arrival here but now can re- 
port the last one reached here in Sep- 
tember, 1927. 

“Am enclosing picture showing where 
we hauled our stock last winter via row 
boat, sled and auto. The depot may be 
seen at right of picture and a house and 
barn stood where the circle is. When 
we could not cross any other way, we 
used the trolley as Mrs. Curtis, Laddie 
and yours truly are doing in the second 
picture. I am also enclosing one of the 
Sharon Mills notes. Keep up the good 
work in your paper.” 


CITY FUEL & FEED CO., Has- 
tings, Nebr., has been incorporated with 
a capital stock of $40,000. The incor- 
porators are Geo. Overturf, Bernie Cur- 


no. Simply call them in the office and rier and Y. M. Tibbets. 
DATE  $~ Bat. 50.00 Jan. 1 29 
lAmt. of Credit 50100 50/00 $ £0.00 Sharon, Ut., 19 
1/5 Amt. of Bill, 15|00 3500 60 after date We promise to pay to 
1/127 _20\00 15\00 
7/15 5/00 10)00 the order of 
1/20, “| 9/50| 150 Fifty 


Dollars 


| 


| | 


Mar. 1| Amt. of Credit used | 49/50, | 50 


No. 


at the National White River Pank 
or The Sharon Mills 


Value Received 
Interest 5%, 


Frank Smith 


Due- 


Copy of note required by Sharon Mills whenever credit is extended. 
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The New-Way | 
Feed for 
Baby Chicks 


“Chapin Kernels” 


Say good-bye to the old way 
of raising baby chicks. 
It’s gone forever. 


There’s a New Way—with Start-All— 


Robert M. De Shazo, breeder of Holly- 
wood Leghorns, was curious to know if 
chicks would eat Start-All without mix- 
ing with any other feed. These two-day 
chicks began eating their first meal the 
moment a spoonful of Start-All was 
placed before them. In less than two 
minutes, not a Kernel was left. 


the Chapin Kernel feed that was purposely 
made to get around all the old-time troubles 
of raising baby chicks. 


With Start-All, chick-raising is a pleas- 
ure. Nc moreneed for your customers to 
grin and bear the usual death loss, constant 
worry and high cost of feed per chick. 


Start-All Kernels follow the chick’s own 
idea of eating its food in small bits—and the 
poultryman’s idea of easy work and low- 


cost growth. 


Improving on Nature, each Kernel is a 
complete ration in itself—a steam-cooked, 
toasted mixture of 17 approved feeds and 


minerals—plus cod-liver oil. 


After first week, only feeding-care 
is to fill hoppers when empty. No 
more alarm-clock rising or sticking 
to time-schedule feeding. 


No mixing of wet or dry mashes; 
no feeding of scratch. No feeding of 
green feed or grit. No adding of cod- 
liver oil, tonics or anything else. 


Accurate records kept by flock- 
owners, show that Start-All grows a 
chick to six weeks at a cost of from 
6 to 73 cents. 


All flock-owners report that, more 
important than low feed-cost, is the 
reduced mortality and freedom from 
sticking to feeding schedule. 


The three feeds, that make it 
possible for the feed-merchant to 
supply his customers with Chapin 
Kernels, ‘“‘from chick to laying- 
hen,”’ are: 


_START-ALL 
GROW-ALL 
LAY-ALL 

Start-All and Grow-All are made 
in form of small Kernels and are 
alike except that Start-All contains 
cod-liver oil. Lay-All is made in 
Kernels twice the size. 


Send,for samples and circulars. 
Chapin Kernels is the one feed on 
the market that your competitors 
cannot imitate with a “‘just-as-good’”’ 
feed at a lower price. 


Nine leading poultry journals are 
telling the story of Chapin Kernels 
every month — urging poultrymen 
to ‘“‘ask your feed-store man”. 
It will pay you to secure the ex- 
clusive sale of Chapin Kernels in 
your territory. 


CHAPIN & COMPANY 


327 S. La Salle Street, Chicago 
MAKERS OF UNICORN DAIRY RATION FOR 23 YEARS 
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Corn Borer Threatening 


Wisconsin, Illinois 

Quarantine lines on the European corn 
borer territory were moved westward 
March 15 to the Wisconsin-Michigan 
line, and the Wisconsin department of 
agriculture announced that strict vigil- 
ance would be maintained on the move- 
ment of all corn from the East. 

The borer has worked its way west- 
ward in Indiana until it has reached the 
shores of Lake Michigan and southward 
from Canada until the upper peninsula 
of Michigan is considered dangerous ter- 
ritory, according to E. L. Chambers, 
state entomologist. 

Wisconsin and Illinois are the next 
states in the line of the corn borer’s 
advance, and both of these states are 
doubling their guard against the spread 
of the pest. It is conceded an impos- 
sibility to stop the westward movement 
of the insect, but the advance may be 
delayed by preventing its spread 
through the shipment of corn. 

Mr. Chambers claims that while the 
corn borer continued its westward 
march in 1928, it gained less ground 
than in previous years. 

During the sweet corn season this 
year a force of scouts will guard all 
main roads coming into Wisconsin and 
will stop and search every car for sweet 
corn. All boats coming from the Mich- 
igan shore or from Chicago will also 
be searched when they dock on the 
Wisconsin side. 

The quarantine prohibits the shipment 
into or through Wisconsin of all ear 
corn, corn stalks and other parts of 
corn, broom corn, sorghum and sudan 
grass from the quarantined area. It pro- 
vides for the inspection and certifica- 
tion of all shelled corn, except that 
packages under two pounds for seed 
purposes are exempt from the require- 
ment of certification. 


R. S. MATSON, Mapleton, Minn., 
has installed a new feed grinder. 


JOSEPH PETTIT, Loretto, Minn., 
whose feed mill was damaged by fire 
some time ago, has completed the re- 
pairs. 


A. P. SPIERS, who tormerly con- 
ducted a feed store in Batavia, N. Y., 
has taken over the management of the 
Grange League Federation feed and 
supply warehouse of that city. 


COMSTOCK FARMERS COOP. 
ELEVATOR .CO., Comstock, Minn., 
has been re-incorporated with a capi- 
tal stock of $25,000. The incorporators 
are Christian Rheder, August Hicks, O. 
R. Koester, A. E. Blilie and John V. 
Askegaard. 


— 
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Feed Elements Analyzed for Dealers 
Of Eastern Federation 


Importance of Correct Amount of Protein in Dairy Ration Stressed 
Sources, Value and Proportion of Various Vitamins Also Explained 


By Prof. F. B. Morrison 


Address Delivered at Binghamton Convention, February 22 


WISH a cow could indicate when 
I her “carburetor” was out of ad- 

justment as quickly as an automo- 
bile. We who drive cars make imme- 
diate adjustments if we find that the 
carburetors are not functioning prop- 
erly. An offensive cloud of smoke 
trailing behind us or a sputtering motor 
is usually our first indication of trouble. 

Man is proud and when he finds he 
is advertising his inefficiency by neg- 
lecting his car, he makes prompt ad- 
justments. With cows, it is different. 
The results of bad feeding do not show 
up immediately. Our ineffciency is not 
paraded to the public and many dairy- 
men who would not neglect their cars 
pay little attention to the trouble signs 
in their cows. 

In 1864, Wolf got out the first set of 
feeding standards based on digestible 
nutrients. The strides since then have 
been important and continuous. 

Amount of Proteins 

How much protein does a dairy cow 
need? That is a question that engages 
the attention of every dairy farmer and 
student of animal nutrition. 

In Vermont, Dean Hill demonstrated 
that cows would produce fairly well on 
less protein than had been formerly fed. 
An experiment in Ohio indicated the 
same result. There are no trials that 
have been carried on sufficiently long 
to prove that more economical produc- 
tion will result if less protein is fed. 

New experiments are being made. 
At the New York State College of Ag- 
riculture an experiment is being con- 
ducted with 36 cows. Twelve of them 
are being fed 16 per cent protein, twelve 
20 per cent and the balance 24 per cent. 
The trials to date have not been con- 
clusive and the experiment will be con- 
tinued for two years. 

From the information available and 
from my own experience, I am not 
willing to recommend a reduction in 
amount of proteins, although the tests 
do show the possibility of carrying the 
cows through the winter on smaller 
quantities of protein if the feeds are 
properly balanced. 

Balanced Rations 

Since the days of Dean Henry, we 
have been preaching balanced rations. 
Tests have shown conclusively that the 


farmers who fed carefully balanced ra- 
tions made the most money. 

In New England there has been a 
gradual swing from 24 per cent protein 
feeds to 20 per cent, but in New York 
the dairy farmers prefer the 24 per cent 
protein feeds. In this state, most of 
the farms are using purchased feeds. 
Comparatively small amounts are 
grown at home. 

Too Much Protein Harmful 

Probably many of the farmers are 
feeding too much protein. If good 
quality clover hay or alfalfa is fed with 
the ration, less protein is needed. When 
a cow has just enough protein she is at 
her best. More will be of absolutely 
no value in production and may have 
a tendency to cause breeding troubles. 

Most of the New York farmers use 
just as much protein with alfalfa as 
with clover hay, according to a survey 
made by Professor Wisner. It was 
found, however, that the alfalfa fed 
cows produced more for their owners. 

Alfalfa Hay Advantages 

Alfalfa has two advantages over other 
hays. First, it will produce more pal- 
atable hay and second, it furnishes more 
digestible protein per ton than any 
other hay. 

If I were a feed dealer, I would rec- 
ommend 20 per cent and not 24 per 
cent rations to a farmer who has good 
quality alfalfa to feed as I believe the 
production will be larger and the cows 
healthier. 

Cottonseed and Linseed 

We have experimented with cotton- 
seed and linseed meals to determine 
their comparative values as_ supple- 
ments in feeding for beef production 
and have found that cottonseed is 
worth one-half as much per ton as 
linseed meal. Further experiment 
demonstrated that by using half lin- 
seed meal and half cottonseed meal, the 
cottonseed meal was just as valuable 
as the linseed meal. The value of cot- 
tonseed meal was doubled when used 
in combination with the linseed meal. 

Study of Vitamins 

The first definite studies of vitamins 
were begun by Hopkins, an English 
chemist, in 1906. His subjects of study 
were rats. The next steps in the rapid 
progress of vitamin knowledge were 
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made in America. 

Because of the rapid strides being 
made in vitamin discoveries, any book 
on the subject is soon out of date. I 
would recommend, however, that every 
feed dealer read a book entitled, ““Chem- 
istry in Medicine.” (This book may be 
purchased from the Chemical Founda- 
tion, New York City, for $2.00 per 
copy.) 

Vitamin A is found in green leaf 
plants. All grains are low in this vita- 
min except yellow corn. White corn 
contains little vitamin A. Swine and 
poultry are animals most likely to suf- 
fer from deficiency of vitamin A. 

Pigs could be killed by feeding white 
corn and skim milk at weaning time. 
Yellow corn, on the other hand, would 
promote health. Cod liver oil may be 
used with white corn to supply the 
necessary vitamin A. Chopped alfalfa 
hay may also be used. 

While poultry and swine demand vi- 
tamin A, dairy cows do not suffer from 
lack of it. They eat clover or alfalfa 
hay and white or yellow corn are ap- 
parently equally good for them. 

Vitamin B Important 

Vitamin B prevents nervous diseases. 
In the Orient where the human diet 
was largely rice, there has been a defin- 
ite improvement in health when foods 
containing Vitamin B were used. 

A small lack of vitamin B is not 
usually noticeable for some time. The 
body is more susceptible to infection, 
however. Yeast is often recommended 
for humans, but there is a controversy 
now being waged on the subject and I 
would recommend that a physician be 
consulted before taking it in any quan- 
tity. 

Cereal grains are rich in vitamin B. 
Wheat flour contains vitamin B, but 
wheat bran is twice as rich and wheat 
midds four times as rich in the vitamin. 

There is no lack of vitamin B in bal- 
anced rations. 

Vitamin C is only valuable to men, 
monkeys and guinea pigs, so far as we 
now know. They are the one who suf- 
fer from scurvy which is caused by a 
lack of vitamin C. Rats have been 
raised for three generations lacking 
vitamin C. Liver is a source of the 
vitamin and has been used successfully 
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to cure scurvy. 

Vitamin D is important to livestock 
feed. It is necessary for proper assim- 
ilation of the lime and phosphorous in 
the ration. Sunlight, the ultra violet 
light and cod liver oil are the chief 
sources. 

It is important for men and animals 
to keep in the sun. The sunlight on 
the skin penetrates to certain depth 
and changes, through chemical action, 
the stearols into vitamin D which is 
carried to parts of the body where it 
is needed. Food which had been ex- 
posed to ultra violet light has been used 
to successfully cure rickets in children. 

Vitamin D is the most important vi- 
tamin to livestock. No feed is rich in 


High Grade 
Feeds 


LA A 


the mysterious substance. Cod liver 
oil is a rich source, but it is high in 
cost. Well cured alfalfa hay is prob- 
ably the best source of vitamin D for 
dairy cows. The hay should be cured 
in the bright sunlight. It is better to 
cut a small quantity of hay and cure 
it properly than to cut a field and have 
only a part of it well cured. 

Swine will not be profitable unless 
they get plenty of sunshine in the sum- 
mer and well cured legume hay in the 
winter. 

It is important to understand the 
place of minerals in dairy feeding if 
profit and healthy cows are to result. 

A dairy cow loses salt, lime and 
phosphorous during the milk period, 


backed by 


a guarantee, are 


A COMPLETE 
LINE OF FEEDS FOR FARM 
LIVESTOCK 


International Sugared Hog Feed 
International Pig Meal 


International ‘“‘Dan Patch”’ 
Special Horse Feed 


International Special Dairy Feed 
International Diamond Dairy Feed 


International 32% Protein Dairy 
Concentrate 


International Planters Cattle Feed 
International Cattle Fattener 
International Calf Meal 
International Health Chick Mash 
International Health Growing Mash 
International Health Egg Mash 


International Health 
Poultry Fattener 


Guaranteed To Produce BETTER 
Results At Less Cost! 


EASIER 


SELL. 


When you can tell your 
customers that the In- 
ternational Feeds you sell 
are scientifically bal- 
anced rations, guaran- 
teed to produce better 
results at less cost, your - 
sales are half made. 


The customer can’t lose 
on a trial order, and nine 
times out of ten, he will 
be back for more when 
the first lot is gone. 


There is more satisfac- 
tion, as well as profit, 
for the dealer who sells 
International Feeds. 


If there is no International 
dealer in your town, ask us 
about our dealer plan. 


SUGAR FEED COMPANY 


MILLS AT MINNEAPOLIS, MINN., AND MEMPHIS, TENN. 
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but stores up heavily when she is dry. 
She should be fed legume hay during 
her dry period as well as when in pro- 
duction. Alfalfa hay is the best source 
of lime. 

I am opposed to too much mineral 
in the ration and would recommend 
that the farmers watch their high pro- 
ducers carefully to study their mineral 
requirements. Iodine is important in 
sections where goitre is prevalent and 
where hairless pigs are born. 

The value of iron in a ration is still 
a disputed question. Under certain 
conditions it seems to benefit, but I do 
not recommend it until its definite 
value is determined. 


FRIMIRE & KEENAN MILLING 
CO., Hopkins, Mich., lost their flour and 
feed mill in a fire caused by crossed 
wires. The loss is estimated at $15,000. 


HEIT & BAUER, Arcadia, Wis., 
have purchased the grain and coal busi- 
ness of Fugina & Fertig. 


FRED KRISINGER, Griswold, Ia., 
has added some new equipment to the 
Griswold feed mill. 


TEWELES HOUSE ORGAN 

“Badger Brand Seed Bulletin” is the 
title of an interesting little publication 
published by L. Teweles Seed Co., Mil- 
waukee. The first issue describes the 
history of the company since it was or- 
ganized 64 years-ago and gives the aim 
of the book, which is to encourage bet- 
ter crops, better business methods, bet- 
ter service to the farmer, and more un- 
derstanding and friendship between all 
concerned. 


MILWAUKEE RE-ELECTS 

A. L. Johnstone, Johnstone-Temple- 
ton Co., was re-elected president of the 
Milwaukee Chamber of Commerce at 
the election held April 1. The other 
officers were also re-elected and include 
A. L. Flanagan, Frazier-Smith Co., Ltd., 
first vice-president; Edward La Budde, 
La Budde Feed & Grain Co., second 
vice-president, and H. A. Plumb, secre- 
tary-treasurer. 

L. J. Keefe, J. V. Lauer, J. V. Lauer 
& Co., and H. H. Ladish, Ladish Mill- 
ing Co., were elected directors for three 
years. 

Roy I. Campbell and E. S. Terry, 
Donahue-Stratton Co., were elected as 
members of the board of arbitration for 
two years. W. A. Hottensen, W. M. 
Bell Co., H. M. Stratton, Donahue- 
Stratton Co., and H. H. Peterson, Bart- 
lett & Son, were elected for a two year 
term on the board of appeals. 
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Dealers Concentrate On One Brand; 
Boost Sales 100 Per Cent 


Sheehan Bros. Find Specialization Helps Sell Commercial Feed 
Many Customers Won on Satisfaction or Money Back Guarantee 


Pa., dealers, have attained success 

in the feed business by concentrat- 
ing on one commercial brand, pushing it 
consistently and backing it with their 
own guarantee. Since adopting this 
policy they have increased their feed 
sales 100 per cent and new customers 
are continually being added. 


From Four to One 

Four different commercial brands were 
handled when Sheehan Bros. began op- 
erations but the disadvantage of varied 
lines soon became apparent to them. 
They discovered that it required a large 
amount of money to keep supplied from 
four sources, that too, much storage 
space was needed, and that it was harder 
to keep a farmer sold for he was temp- 
ted to switch from one brand to the 
other upon observing the different 
branded sacks in the store. 


BROS., Landenberg, 


After careful consideration they de- 
cided upon one line of feed, discontinued 
the rest, and began an extensive sales 
promotion campaign. 

Sheehan Selling Plans 

Local evidence from influential farm- 
ers in the community who had obtained 
results by using the feed was gathered 
and presented to the doubtful prospects. 
A fleet of trucks was put into service 
and personal calls and deliveries were 
made. 


The master stroke of the campaign 
was the selling of feed on a guarantee 
basis. The farmer was permitted to 
take a ton of feed with the understand- 
ing that if it did not meet his expecta- 
tions and fulfill the promises made by 
the sellers, Sheehan Bros. would settle 
for it at any price which the customer 
named. 

The plan has proved so_ successful 
that a concession was made in but one 
instance during three years of business. 
More than 90 per cent of the customers 
sold on this basis came back with re- 
peat business, and 65 per cent of the 
group became regular customers. Shee- 
han Bros. never disappointed their cus- 
tomers by being out of stock or by not 
being able to make quick delivery. By 
concentrating on one line they were 
able to keep their store well supplied 
and have enough stock on hand at all 
times. Sheehan Bros. present sales 
volume is more than 2,000 tons of feed 
a year. Their territory is limited to 


within a radius of five miles. 

A large milk concern has built a re- 
ceiving station adjacent to the Sheehan 
Bros. store and hundreds of farmers 
come to this point to deliver their dairy 
products. Advantage is taken of this 
opportunity and the Sheehan’ Bros. 
mingle among the farmers, and recom- 


View of part of Sheehan Bros. warehouse, 


Landenberg, Pa. e of the brothers is in- 
cluded in,the group on the picture. 


mend their line of feed. Many sales re- 
sult from this contact. 

Personal calls are made on the farms 
and a fleet of five trucks is kept busy 
making deliveries. Telephone calls and 
advertising have been regularly used. 
Farm crops are purchased, and marketed 
as a service feature of the business. 

Help from Manufacturer 

Expert advice on feeding livestock for 
profit is freely distributed by the firm. 
The manufacturer of the feed which 
Sheehan Bros. sell is called upon fre- 
quently and gladly furnishes material 
that is helpful to both dealer and cus- 
tomer. The farmers appreciate advice 
and by bringing greater prosperity to 
members of their community, Sheehan 
Bros. build for future business. 

The two brothers, Francis and Joseph 
Sheehan, started in the feed business at 
Landenberg about 10 years ago. The 
town was small but a prosperous farm- 
ing community surrounded it and the 
founders of the firm visualized its possi- 
bilities and started developments with 
confidence. The policy of concentrat- 
ing on one line of feeds was adopted 
three years ago. 

Personality in Business 


Sheehan Bros. have also put person- 
ality in their business, a feature which 
the much discussed chain store can 
never possess. They make it a point to 
be easily available whenever a customer 
wants to talk with them or register a 
complaint. They are good friends as 
well as good business men. 

The present personnel of the firm in- 
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cludes 10 persons. All of them are busy, 
congenial and happy. 

Cottonseed, gluten, middlings and 
other straight feeds are sold in addition 
to the one commercial brand. Other 
sidelines are also merchandised but the 
biggest source of revenue is from feed. 


HERSCHEL CRISWELL, Indiano- 
la, Ia., has been appointed manager of 
the Indianola Feed & Supply Co., suc- 
ceeding H. H. Kirkpatrick. He was for- 
merly in charge of the Kent & Co. feed 
store and elevator at Cumming, Ia. 


HAERTEL CO., INC., Minneapolis, 
has purchased and is operating as a feed 
store the elevator of E. E. Beckley Co., 
Farmington, Minn., according to an an- 
nouncement by Walter Haertel and R. 
Opsal, officers of the Haertel Co. C. 
C. Chase has been appointed manager. 


M. A. DEWERD, Cottonwood, 
Minn., has purchased the feed mill and 
business of Henry Leonard at Morton, 
Minn. Mr. Leonard has been appointed 
manager. 


DONAHUE-STRATTON CO., Mil- 
waukee, has secured a long time lease 
on the Union Terminal elevator, St. 
Joseph, Mo. This elevator, which has a 
capacity of 1,000,000 bushels, is the 
eighth elevator now operated by the 
firm. Combined storage capacity of the 
elevators is now more than 10,000,000 
bushels. 


HERMAN LADISH, Ladish Milling 
Co., Milwaukee, registered another hole 
in one recently on the third hole at the 
country club, Hot Springs, Ark. Two 
years ago on the same 150 yard mashie 
loft, Mr. Ladish counted a hole in, one. 


MRS. IDA GOELTZER, Milwaukee, 
wife of H. H. Goeltzer, Wisconsin rep- 
resentative for Corn Products Refining 
Co., died at her home Tuesday, March 
26. 


FRANK HOAG DIES 
Frank Hoag, Frank B. Hoag Grain 
Co., Waukesha, Wis., died Tuesday, 
March 26, of pneumonia. He was a 
member of the Central Retail Feed as- 
sociation and well-known among deal- 
ers in the state. 


Page Twenty-three 


Should The 


Reporters 
who recently 
called on a large 

number of feed dealers in 
widely separated territories, 
found that opinion was about equally 
divided. It’s every man for himself, 
in selecting the type of feed selling 
that will go best in his district. 


But they did find one point on which 
a vast majority of dealers agree: No 
matter how a feed is prepared, the 
farmer’s satisfaction depends on the 
amount and quality of the protein 
base in the ration. And Linseed Meal 
showed up as worthy of its name, 
“The Universal Protein Feed.” 99.2% 
were selling it! 


If you handle mixed feeds, “label 
value” is an important point to con- 
sider in choosing the line to handle. 


The Universal 
Protein Feed 


© L. M. E. C. 1928 
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73% of these dealers say that listing 
some particular ingredient such as 
Linseed Meal on the label, gives farm- 
ers more confidence in the mixture. 
64% call attention to this when sell- 
ing mixed feeds — and this 64% in- 
cludes nearly all the successful, pros- 
perous dealers. Linseed Meal adver- 
tising, appearing 514 million times 
every month, is steadily adding to 
this established label value. 


If you do batch mixing, you can’t af- 
ford to gamble with an unbalanced 
formula. The farmer thinks he knows 
exactly where to place the blame if 
the feed doesn’t work. Send for the 
Master Chart of balanced formulas 
furnished free and postpaid by the 
Linseed Meal people. Size 28x40 in. 


LINSEED MEAL EDUCATIONAL COMMITTEE 
Milwaukee, Wis. 


Dept. 94, Fine Arts Bldg. 


Don’t Let Your Customers Believe 
Feed Killed Their Chicks 


Dealer Should Investigate Feeder’s Complaint, ‘Clear’ His Product 
Lost Business Results if Patron Continues to Hold Wrong Suspicion 


the poultry business, looked de- 
spondently at his sleepy, 
brood of little chicks. 

“Darn that rotten feed,” he cussed 
under his breath. 

A half-empty sack was standing in 
the corner of the filthy section of the 
barn which farmer Jones had partitioned 
off for his new venture. He advanced 
to the bag and kicked it. 

“Darn that feed dealer Brown,” he 
mumbled with heated breath. “He'll 
never pawn any more of that trash off 
on me. Why that stuff is poison. Look 
what it’s doing to those chicks.” 

A Serious Problem 

This little scene is enacted year after 
year during the baby chick season in the 
innumerable poultry farming territories 
served by the retail feed industry. It is 
a problem that must be met face to face. 

The progressive feed dealer is anxious 
to expand his market for poultry feeds 
and to introduce new flocks into the ter- 
ritory. His promotion work usually in- 
volves inexperienced poultrymen and 
ambitious young rural folks who fore- 
see a profitable sideline in the produc- 
tion of farm-raised hens. The dealer 
will encourage them, and perhaps sell 
them a brood of hardy chicks through 
his agency service with a hatchery. 

Now the chicks are in the new poul- 
tryman’s hands. He has perhaps read 
sparingly about his new venture. But 
he is not thoroughly posted on the pro- 
per ways of feeding and the successful 
methods to combat diseases. The feed 
dealer will suggest and sell him the 
brand of feed which he retails and will 
perhaps hand the new customer several 
pamphlets explaining the way it may be 
most profitably used. The farmer loses 
the booklets on the way home or the 
baby turns them into waste paper that 
evening. 

Receives Complaint 

A sack of the new feed is carried with 
confidence to the crude partition in a 
shed or barn which the inexperienced 
customer has prepared for the chicks. 
An old pan is placed in the center of 
the pen and several handfuls of Dealer 
Brown’s feed are thrown into it. The 
farmer returns to his chair, leaving na- 
ture to take its course. Within a few 
days the chicks begin to look droopy. 
The litter is dirty, the surroundings 


| ere JONES, just starting in 


sickly 


dark. Several have already died. The 
farmer immediately jumps to conclu- 
sions and blames the feed. He calls 
Dealer Brown on the telephone and re- 
ceives an indifferent answer, which may 
sound thus: 

“What! You say it’s the feed... . 
Impossible. . . . That was a fresh ship- 
ment and the company always puts out 
good clean feeds... I’m sorry that 
happened, Mr. Jones. ... That’s too 

And with a few more apologies and 
sympathetic remarks he hangs up the 
receiver and forgets about the incident. 

Should Investigate 

This is the point where many dealers 
make a mistake. No complaint should 
be heard without a thorough investiga- 
tion and an understanding between the 
dealer and the customer. The good 
name of the feed; the dealer, and his 
business must be guarded. 

Several dealers employ expert poul- 
trymen who constantly work in their 
territory. That is one way to meet the 
problem. The expert will be sent to the 
farmer’s home immediately. He _ will 
analyze the cause of the chicks’ death, 
hold a post mortem if necessary, and 
convince the farmer that the feed was 
not the cause of his loss. Sometimes 
the customer will object to the expert’s 
decision. Then a neutral person should 
be called at the expense of the dealer. 
If the feed is really to blame, and it 
rarely is with proper storage care and 
the handling of a reliable line, the dealer 
should make good by purchasing an- 
other brood of chicks for the farmer and 
helping him to get started under proper 
conditions. 

Knowledge Necessary 

Dealers who do not employ poultry 
experts should make an intensive study 
of poultry feeds and feeding methods. 
They should know the various diseases 
which are fatal to chicks and should be 
posted on the successful methods to pre- 
vent or cure them. Information may be 
obtained by writing to the state agri- 
cultural colleges, the county agent, and 
the manufacturer of the feeds which he 
handles. 

Trouble will not ordinarily come from 
experienced poultrymen. They know 
their chickens and are in the business 
seriously. The ordinary farmer whom 
the dealer encourages is the man who 
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needs attention. The planning for the 
flock should receive the dealer’s full co- 
operation and knowledge which he pos- 
sesses should be freely imparted. The 
extra effort and time will be repaid ten- 
fold, for upon the success of the cus- 
tomer depends the future sales of the 
dealer. 

And if complaints do come to the 
dealer’s attention they should not be 
passed off with a shrug of the shoulders. 
They should be investigated and traced 
down, and an understanding with the 
accuser should be reached. Above all, 
the dealer should protect the good name 
of the feed he sells against false charges 
that harm his business and his personal 
reputation. 


DANIEL LOEBS, 97 years old, the 
oldest feed dealer in Western New 
York, died recently in his home in 
Rochester where he had resided since 
1857. He founded a feed jobbing busi- 
ness in Rechester soon after his arrival 
there, conducting it on a very large 
scale until his advancing years forced 
his retirement. He was born in Ger- 
many. 


WALLACE S. DROMAN, Middle- 
port, N. Y., has purchased the feed mill 
there which since 1916 has been oper- 
ated by A. I. Lum. Mr. Droman plans 
the installation of new grinding ma- 
chinery. 


STEPHEN HOLLANDS, | former 
mayor of Hornell, N. Y., and widely 
known feed man, died March 10 in his 
home in that city. Mr. Hollands en- 
tered the feed jobbing business in Hor- 
nell with his brother, George, when he 
was a young man. They continued that 
business for many years, developing it 
to be one of the largest in their terri- 
tory. 


WITMER BROS. FIRE 

Fire in the warehouse of Witmer 
Bros., Webster, N. Y., feed dealers, 
caused. $25,000 damage recently. A 
dozen carloads of stock were destroyed 
with a loss of $15,000, while the build- 
ing was damaged to the extent of $10,- 
000. The partners, Gordon and William 
Witmer, are making plans to rebuild 
the warehouse. Their loss is partly 
covered by insurance. 
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When in the Market for 


Rolled Oats 
Steel Cut Oats 
Whole Oat Groats 
Oatmeal 
Pulverized Oats 
Pulverized Barley 


Give us an Opportunity to Figure with You. 


We are in Excellent Position to Furnish Straight or 
Mixed Cars. Can.also Supply in Less than Carload 
Lots as we carry Stock at Several Shipping Points. 


SHEFFIELD ELEVATOR Co. 


MINNEAPOLIS, MINN. 


Everything in the grain line for the feed mixer or 
manufacturer. Wire us for prices in carload lots. 
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Joe Straub Says: 
To 


It 


Sure Pays 


-And How! 


Progressive Feed Store Gets New Business With Large Circular 
Broadside Features Many Illustrations and Complete Price List 


N advertising circular issued by 
A the Lomira Elevator Co., Lomira, 

Wis., attracted many farmers to 
the store who had never traded there 
before and paid for its cost tenfold in 
additional business. 

“It sure pays to advertise,” said Joe 
Straub, manager, after observing the re- 
sults. “We mailed the circulars out the 
latter part of the week. Five new cus- 
tomers came in—and cash customers at 
that. The next day three more new 
ones bought goods.” 


Circular Is Impressive 

One of the reasons for the success of 
the circulars was its live makeup. Mr. 
Straub did not try to crowd the space, 
and he used a large number of illustra- 
tions with his advertising copy. Cuts of 
various products, dairy herds, machin- 
ery, seeds, poultry flocks and the minia- 
ture reproductions of scenes of a herd 
of Holstein-Friesan cattle and a_ flock 
of White Leghorns, drawn for use on 
the front cover of The Feed Bag, were 
attractively distributed throughout the 
circular. 

Prices and the names of the products 
offered for sale were set in large type 
and the explanatory copy was_ not 
crowded and easy to read. 


Folded Three Times 

The circular folded three times, first 
from right to left, then bottom upward 
and third, from left to right. The last 
fold allowed a space for addressing. A 
cut showing the Lomira elevator and 
offices was also printed on the front of 
the circular with the words, “Good 
News From the House of Quality” and 
the name of the firm and the manager. 

Upon opening the first fold the farmer 
saw two testimonial letters from satis- 
fied users of Quality mashes and poul- 
try feeds. Mr. Straub cleverly com- 
mented that the letters were both re- 
ceived on March 4 when President Hoo- 
ver promised prosperity, but that Mr. 
Christian and Mr. Retzlaff, who sent 
the letters, believed in providing for 
their own prosperity by feeding Straub’s 
products. 

Many Products Advertised 

The opening of the second fold pre- 
sented advertisements on Reef Brand 
oyster shells, with a miniature reproduc- 
tion of the flock of White Leghorns now 
appearing on the front cover of The 
Feed Bag. Large, conspicuous spaces 
were also devoted to Ford charcoal, 


Lomira Elevator Co. ~ 


: QuaLiTY. “DAIRY FEED, 


FERTILIZER PRICES On THIS PAGE f 
a PLACE Youn 


LOMIRA ELEVATOR CO.- Joe ‘Straub, Mgr.- LOMIRA, WIS. 


Joe Straub’s latest circular, advertising many seasonable items. 


~ Joe Straub, 


cane molasses, shavings and Red Steer 
fertilizers, In the upper right hand 
corner was a cut of a Sprout, Waldron 
& Co. corn cracking and grading ma- 
chine which the firm had recently in- 
stalled. Farmers were informed that the 
Lomira Elevator Co. was making large 
investments to provide them with high 
quality uniform feeds and quick efficient 
service in grinding and mixing. 

The opening of the third fold revealed 
a large center spread with numerous 
illustrations and bold faced type adver- 
tising Quality dairy feeds, farm seeds, 
Old Hickory smoked salt, Nod-o-Gen, 
Quality poultry feeds, Peco peat moss, 
Nopco cod liver oil, Navajo buttermilk, 
Pillsbury’s Best flour, Chic-O-Lay and 
Grade A’ dairy feed. In a long column, 
down the center of the spread, the pri- 
ces of various products and feed ingredi- 
ents were listed. At the bottom of this 
column farmers were urged to take ad- 
vantage of the grinding and mixing serv- 
ice offered by the Lomira elevator. 
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The back of the circular as folded and 
ready for mailing was devoted to an ad- 
vertisement of Pearl grit and Pearl 
powdered limestone. Cuts showing the 
product in sacks and cartons, an illus- 
tration showing the composition of an 
egg, and a picture of two broods of hogs 
accompanied the advertising copy. 

The entire circular was well planned 
and had attention getting power. 

It is a good idea for all feed dealers 
to follow Mr. Straub’s plan. Trade of- 
ten becomes quiet and indifferent. Cus- 
tomers fall away or are lured by adver- 
tising to another source of supply. 

A broadside similar to the one used 
by Mr. Straub serves like a bombshell 
to awaken the territory, to let the trade 
know that you are still in business, go- 
ing strong and willing to serve. It pro- 
vides an opportunity to advertise many 
products in one sweep and it gives a 
dealer a chance to expound the quality 


of his goods in large, convincing type. 


(Continued on Page Forty-five) 
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A comprehensive, powerful national 
advertising campaign is telling farm- 
ers, dairymen and poultry raisers that 
they can buy B-K at their feed store. 

The result is that feed stores are 
finding B-K a fast-selling, highly prof- 
itable item. If you aren’t carrying it, 
stock B-K now and hear your cash 
register ring a merry tune! 

B-K is a concentrated sodium hypo- 
chlorite used by farmers and poultry 
raisers for disease prevention, by 
dairies for sterilizing utensils and 
equipment, by schools and other pub- 
lic buildings for general disinfecting 
purposes. Satisfaction guaranteed to 
every customer or money back on re- 
quest. 


Full Merchandising 
Co-operation 


General Laboratories will provide 
you with window and counter display 
material and complete series of edu- 
cational bulletins. Full merchandis- 
ing co-operation assured. Write for 
full details of the B-K dealer proposition. 


GENERAL LABORATORIES 
677 Dickinson St. 


Madison, Wisconsin 


Why 


load up on straight cars when 
you can buy mixed cars at 
nearly the same prices. 


We carry everything in the 
feed line and can ship all 
vour needs in the one car. 
Within twenty-four hours 
after receipt of your order, 
your car is loaded and 
shipped. 


Wire or phone us for delivered 
prices. 


McKercher Milling Co. 


WISCONSIN RAPIDS, WISCONSIN 


----for almost half 


a century---- 


BVvERY time you sell a sack 
of flour it should do at 
j least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 

It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 


Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 
and 
Alta Hard Wheat Middlings 
FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSEL-MILLER MILLING CO. 
General Offices 
MINNEAPOLIS, MINN. 


HCCIBENT FLOUR 
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Wisconsin Farmer Has Relief Plan 
Interesting to Feed Dealers 


Proposes Reduced Taxes, Government Supplied Mortgage Loans 
Is Confident His System Will Solve Problem 


Tills Soil Himself; 


1TH congress chewing on lead 
\ \ pencils to figure out a success- 
ful solution for farm relief, feed 
dealers will be interested in the pro- 
posal made by A. H. Craig, Mukwon- 
ago, Wis., a farmer himself. 
Summary of Plan 
He advocates a just system of taxa- 
tion and a living rate of interest and 
maintains that a farmer, given these 
two necessities, will stand upon his own 
resources and the relief question will 
be solved. 
His plan is summarized in the follow- 
ing points: 
1. The rate of mortgage 
must not exceed 3 per cent. 
2. There must be no double taxa- 


interest 


tion. 

3. There must be a mortgage tax 
exemption. 

4. All tools, machinery, horses, 
wagons, harness, or whatever enters 


wholly into a labor for production must 
be exempt. 


No Mortgage Foreclosures 

5. All farm buildings, not including 
residence, garage, auto, but solely those 
which aid in the bettering of condi- 
tions, housing of grain, hay, stock and 
machinery must be exempt from taxa- 
tion. 

6. Foreclosure of a mortgage must 
not be permitted as long as the debt 
farmer meets interest and taxes. 

7. The time payment of a mortgage 
taken out under this system must be 
optional with the farmer, as to when, 
or how much, in a payment. 

8. There must be a life insurance of 
one per cent on such an amount as will 
cover the mortgage debt and protect its 
payment, thus providing for the town 
guarantee and family inheritance. 

Federal Loans at 3% 

9. The general government shall sup- 
ply the money for mortgage loans, but 
in no way depend on banks or monied 
institutions. The supply is to be per- 
petual in its nature and always ready 
for investment in farm mortgages at 3 
per cent. 

“The injustice of our present system,” 
points out Mr. Craig, “is illustrated by 
the fact that if a farmer builds a corn 
crib to store his corn the assessor will 
immediately add $100 or $200 to his 
assessment. The eagle eye of the law 
is on the farmer and there is no escape 


from every form of taxation that can 
be discovered.” 
Would Legalize Beer 

For the raising of money to provide 
farm loans Mr. Craig would repeal the 
Volstead act and allow 2.75 per cent 
beer, which would be pro.Juced and sold 
under government control only. The 
profits from this sale at 10 cents a bot- 
tle, he believes, would furnish adequate 
finances for farm loans and other public 
benefits. 

Mr. Craig also encourages his fellow 
farmers to work for bigger profits. 

“More than 80 per cent of the farm- 
ing is done in a slip shod manner,” he 
tells them. “You do not enter into the 
spirit of merit. You do not try as you 
should to raise a better field of corn, 
a better crop of hay, a better dairy cow, 
a better hog, a better line of poultry. 
It is a sad comment to make when I 
say that many crops are lessened by a 


crop of weeds. Weeds are greater ene- 

mies to you than unjust taxation. Weeds 

eat up fertility and lessen production. 
Urges Specialized Farming 

“Do not plant or sow more than you 
can handle efficiently. Five acres care- 
fully cared for with, fertilization and 
cultivation will yield more than the 
usual ten acres. Get into a specialist 
class with some product and seek to 
climb the ladder of merit.” 

Mr. Craig, himself, is in the specialist 
class as a breeder and grower of very 
fine melons and silver bantam corn. 
He is author of several books, at least 
one of; them having a circulation of over 
500,000 copies when published about 20 
years ago. 


BRODHEAD CITY GRIST MILL, 
Brodhead, Wis., was destroyed by fire. 
The loss is estimated between $17,000 
and $20,000. 


FIRE PREVENTION 


SPONTANEOUS COMBUSTION—This the fourth of a series of articles 
written especially for feed dealers by R. D. MacDaniel, manager service 
department, Grain Dealers National Mutual Fire Insurance Co. 


HILE about nine out of 10 fires 
\ \ from unknown causes are la- 
beled as due to spontaneous 

combustion and, actually, about seven 
out of the nine are due to somebody’s 
carelessness, nevertheless spontaneous 
combustion is a very potent feed mill 
hazard. Here is a list of substances 
commonly found about mills that are 
subject to ignition spontaneously: 
Carbides, damp or wet 

Charcoal 

Clothing, oily 

Cotton waste, oily 

Cottonseed meal 

Dust, grain 

Fertilizers 

Fish scrap 

Flax seed meal 

Grain, green or damp, when under 

pressure or oily 

Hay, especially when ground 

Hops 

Lamp black 

Lime 

Linseed oil, on porous materials 

Oil cake meal 
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Sawdust, oily or in cuspidors 

Straw 

Tankage 

Waste, oily 

Wool, green or freshly sheared 

Moisture is a factor in nearly every 
case of spontaneous combustion; hence 
such materials should be stored in a dry, 
well ventilated place. Bags of feed 
should be so piled that air will reach 
each bag, dust houses or bins should 
be cleaned frequently, oily rags, waste, 
and clothing kept in metal containers 
or lockers. 

An exceedingly bad combination is 
dust and oil. Let a bearing that has a 
tendency to heat become covered with 
oily dust and the only things lacking to 
make of it an infernal machine is' a time 
clock. Don’t spare the oil but limit 
its application to the place for which 
it was intended—we have seen some in- 
stances where it appeared a squirt gun 
had been used instead of an oil can. 


FRED E. BIRD, Beaver Dam, Wis., 
proprietor of a grist mill, died recently. 
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White Swan 
Flour 


The standard 
that others 
strive to reach 


Sprin3field Milling, 


Co. SPRINGFIELD, MINNESOTA 


HOME OF 


BADGER BRAND 
SEEDS 


1865—1929 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 


Pep up your Vitality 
at French Lick Springs 


Health Springs—Mineral Baths— 
Golf —Good Food — Sound Sleep 


OME to French Lick Springs, In- 

diana, and forget business for a 
week or two. A few days in the de- 
lightful foot hills of the Cumberlands, 
where ideal weather prevails even in 
mid-winter, will renew and replenish 
your store of vitality. There is no 
better tonic than the air breathed 
during vigorous days in the open and 
at night in the big, comfortable bed- 
rooms of the French Lick Springs 
Hotel. 


Pluto Water, America’s most famous 
laxative, bubbles right up from the 
ground from the spring at a door 
of the hotel and is served to guests 
in all rooms without any additional 
charge. It tones up your system 
washing away impurities with a 
gentle, natural yet thorough action. 
Take the rejuvenating mineral baths. 
Doctors are always in attendance. 


Two eighteen hole courses challenge 
all who are interested in golf. Hike 
or ride horseback along winding, 
wooded trails. Enjoy the unexcelled 
cuisine and service of one of America’s 
most famous hotels. 


Easily accessible 
from all points 
by rail—or motor CONVENTION 
over hard, paved 
roads. Ample 


garage accommo- American 
dations. 
Feed 
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Monthly House Organ Gets Business 


For Knaut & Tesch Co. 


Farm Items, Free Want Ads, Feeding Hints Featured in Newsy Paper 
Circulated Throughout Big Territory Served by Three Branch Stores 


NAUF & TESCH CO., feed deal- 
K ers at Chilton, Wis., are issuing a 

monthly house organ to farmers 
in the communities surrounding their 
stores. The paper is named “K. T. 
News”, and is published to help increase 
the firm’s business. Knauf & Tesch Co. 
has branch offices and stores at Kaukau- 
na, Greenleaf and Maplewood, Wis. 

Farmers Given Publicity 

Each issue is brimming with news 
about the activities of their farmer 
friends. There are notices of farmers’ 
institutes, fair announcements, extracts 
from reports of the department of agri- 
culture, information on feeding methods, 
several good jokes and short spicy ar- 
ticles on the products of the firm. 

A section of the paper is reserved for 
each community where the firm has a 
branch store, in which all news of in- 
terest to the farmers is printed. For 
example, in the Maplewood news sec- 
tion, is found the following: “Anton 
Bauman, Jr., one of our prosperous 
farmers, has just moved into his fine, 
up-to-date home. Tony has all the mod- 
ern conveniences and his home is sure- 
ly a credit to any community.” 

One of the Greenleaf news items in 
the January issue told about Greenleaf’s 
first community Christmas tree and 
those who donated time and materials 
to make it an actuality. 

Commercial Feeds Lauded 

An article on ready mixed feeds in the 
January issue advised the farmers to use 
commercial feeds in greater quantities. 
The farmer’s formulas for mixing are 
compared with those used by feed ‘man- 
ufacturers and the advantages of the 
latter are pointed out. The article 
reads: 

“There was a time not so remote in 
Wisconsin when advisers were timid in 
saying anything favorable about ready 
mixed feeds. It was then thought ad- 
visable to use up only what a farm af- 
forded and let the stock go without the 
needed protein the farm had not pro- 
duced. There has been a change. 

“Feeders have come to notice that 
variety and palatability of feed count 
much in livestock economy. They know 
that the average farm does not and can- 
not grow all of these ingredients or not 
enough of them in variety. Exact mea- 
sure and scientific weights, skillful mill- 
ing and much research work, plus the 


science of vitamins, are other modern 
factors that help to make the case for 
the best class of tested commercial feeds 
sound and popular. 

Manufacturers Select Ingredients 

“We may take a book and see that 
oats has so much protein and fat cred- 
ited to it but the particular supply of 


Burlington Eye Opener 


SERVES COMMUNITY FOR 20 YEARS 


Burlington Feed Company 
Ranks With Best In State 


Experts Say 1927 
Will Be Prosperous 


Year For Americans 


BETTER WORK 


WAITING 


dow 


Page one of the first number of the first 
printed house organ issued by any Wisconsin 
feed dealer for regular distribution to his trade. 
oats on hand may be chaffy, dirty, light 
and inferior. The better class of com- 
mercial feed mills separate out an as- 
tonishing amount of foreign materials 
and light grain in preparing their for- 
mulas for the market. Although the 
resultant product may cost more, it rep- 
resents a product far better than bin 
run. 

“Of course, the basis of any good ra- 
tion is home grown materials and it 
is on this basis that the use of com- 
mercial feeds is advocated. Home grown 
feeds form the starting point, but they 
should not be the ending point.” 

In the “Here and There” column, 
names of farmers. using the firm’s pro- 
ducts are mentioned as well as their 
experience with feeds. For example, 
“Henry Heiman was in the other day 
and told us he is getting nice results 
from feeding K. T. 32 per cent to his 
cattle.” 

Another says “John Graf tried feeding 
K. T. 32 per cent Dairy to a stripper 
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and tells us he brought her right up in 
milk flow.” 

Now and then a joke is mixed in, 
such as, “We overheard a conversation 
the other day between John and Henry 
Koehler. Here it is: 

“John—‘Does a hen sit or set?’ 

“Frank—‘I don’t care if she sits or 
sets, what I am interested in is, when 
she cackles, is she laying or lying.’” 

“James Wagner, our local postmaster, 
stopped in the other day and told us he 
is feeding scratch feed to his rabbits. 
They like it, and are doing well.” 

Customer’s Ads Published 

In another column of the paper, the 
firm tells their readers that if they have 
anything to sell or buy, they can adver- 
tise it in “K. T. News” free of charge. 
The advertisements are ‘imited to 50 
words and only a notification is neces- 
sary for running the advertisement a 
second time. As a result, one of the 
issues contained 16 advertisements of 
their customers and included for sale 
and want ads for horses, farms, stock, 
chickens and farm help. 

“What Does It Cost to Feed Good 
Poultry and Dairy Feed?” is the head- 
line of another article and it tells the 
customers how to feed their poultry and 
stock to get the best results. 

It is needless to say that Knauf & 
Tesch*have found this medium of reach- 
ing their customers to be very effective 
and have enjoyed a substantial increase 
in their sales. 


ELMER GUSTAFSON, Kerkhovan, 
Minn., has been appointed manager of 
the Rex-Pillsbury flour and feed store, 
succeeding W. J. Swann. 


DEALERS USE DIRECT MAIL 

Many dealers in Wisconsin are reach- 
ing their trade through the medium of 
house organs and broadsides. During 
the past month The Feed Bag has re- 
ceived sample copies of these pamphlets 
from the Burlington Feed Co., Burling- 
ton, Wis., which publishes the Burling- 
ton Eye Opener; Lomira Elevator Co., 
Lomira; Square Deal Feed Stores, Mil- 
waukee; Gus Nietmann, Sullivan; Sus- 
sex Cooperative Exchange, Sussex, and 
the Rudolph Mercantile Co., Rudolph. 
Each circular is attractive in appearance 
and is sent free of charge to all the 
customers of all these firms. 
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COMMANDER FLOUR 


means 
| Increased Sales 

and 
Larger Profits 


For the Dealer 


“Better 
Flour” 


Priced” 


FANCY SHORT PATENT FLOU 
MMANDER 
MINNEAPOLIS 
REG.U.s, pat, OFF- 


“Reasonably 


also 


A Full Line of Commercial and 
Mill Feeds 
| 


Writ2 us about securing Exclusive 
Agency Rights on the complete 
Commander Line for your territory. 


COMMANDER MILLING COMPANY 


CHAMBER OF COMMERCE MINNEAPOLIS, MINN. 
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Cooperative Cash Basis Movement 


Launched In Minnesota 


Mower County Dealers Organize Association to Sponsor Plan 
Owner Experiments With Two Stores, Cash Method Proves Best 


EED dealers of Mower county, 
F Minn., have organized a local as- 

sociation and are cooperating in 
a cash basis movement. A large mnum- 
ber of members have already abandoned 
doing business on the books and the 
entire territory is expected to be credit 
proof within a short time. 

The new organization has been named 
the Mower County Retail Feed Dealers 
association. Two enthusiastic meetings 
have been held and plans are under way 
for the annual convention which is 
scheduled for May 16. 

E. G. Christgau, Grand Meadows, 
Minn., was chairman at the first meet- 
ing which was held at the Elk hotel, 
Austin. Following a chicken dinner, the 
organizing of the new association was 
undertaken. 

Mr. Christgau was elected president; 
H. B. Hillier, Brownsdale, vice-presi- 
dent; Stanley Stevenson, Dexter, treas- 
urer and J. S. Schaefer, Adams, secre- 
tary. G. T. Torgrimson, Grand Mea- 
dow, T. S. Thompson, Austin, and H. 
C. Thordson, Lansing, were selected to 
serve on the board of directors. 

M. B. O’Halleran, Austin, and Fay 
Hanlin, Spring Valley, were appointed 
to draft the constitution and by-laws for 
the association. 

The second meeting was also held at 
the Elk hotel, Austin, and the constitu- 
tion was read and adopted and dues 
were set at $2.50 a year. 

The dealers voted to launch a coop- 
erative movement for selling all feed, 
salt and fertilizer for cash. The plan 
is working out successfully, according 
to a letter from President Christgau. 

“Sentiment is practically unanimous 
to put the retail business on a cash ba- 
sis,’ he writes. “While not all the deal- 
ers are on a cash basis yet, I think 
they will make the change before long. 
Those who are now selling for cash 
only report a good business and some 
of the dealers are getting more trade 
than they did before the change.” 

The Mower County Retail Feed 
Dealers association is one of the first 
local organizations to be fermed in Min- 
nesota, according to the plan of district 
dealers clubs sponsored by the Central 
Retail Feed association. Other counties 
in the state are expected to follow and 
also cooperate in changing to a cash 
basis. 

Credit is due to the Mower county 


dealers who started the organization for 
they have pointed the way toward bet- 
ter welfare in the feed business in their 
state. They are welcomed gladly to the 
ranks of the numerous counties which 
have found the solution to their many 
trade problems by cooperation and the 
adoption of a cash basis. 


FRANK LIETHEN, E. Liethen 
Grain Co., Appleton, Wis., addressed 
the Rotary club of that city March 19. 
Mr. Liethen traced the development of 
the wholesale grain business and re- 
lated the history of the Liethen eleva- 
tor. 


Feed Distributors to Meet 
At French Lick 


Whether the United States Feed Dis- 
tributors association shall give up its 
present identity and become merged 
with the Grain Dealers National associa- 
tion or continue to operate independent- 
ly but without affiliation and on a larger 
scale will be decided by a vote of the 
members present at a special meeting 
which will be held at the French Lick 
Springs hotel, French Lick, Ind., June 
7. This was agreed at a special meet- 
ing of the board of directors March 15. 

The question of forming an entirely 
independent organization or merging 
completely with the grain dealers was 
brought up at the annual convention at 
Boston, Mass., September 24. It was 
then decided to submit the proposal to 
a vote of the members by mail referen- 
dum. The United States Feed Distribu- 
tors association is at the present time 
affiliated with the Grain Dealers Na- 
tional and holds its annual convention 
jointly with it. 

Results of the referendum were offi- 
cially announced at the special meeting 
of the feed distributors’ board of direc- 
tors March 15. Forty members voted 
for independent operation on a larger 
scale and 38 for a complete merging 
with the grain organization. Twenty- 
four members did not reply. 

The vote leaves the question unde- 
cided, for the by-laws of the United 
States Feed Distributors association re- 
quire a two-thirds majority of the en- 
tire membership on a referendum. Since 
the votes for neither a merger nor in- 
dependence were sufficient the direct- 
ors decided to submit the question at 
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change their business to a cash 

basis should try the experiment 
of W. F. Kempf, Rush City Feed Co., 
Rush City, Minn., to convince them- 
selves. 

Mr. Kempf operates two stores. One 
of them does business on credit and the 
other sells strictly for cash. Mr. Kempf 
compared the profits and found that the 
credit store showed a loss while the 
cash basis establishment prospered. 

He explains his experience in a letter 
to The Feed Bag which encouraged him 
to try the cash basis: 

“Herewith enclosed find check for 
$5.50 to cover subscription to The Feed 
Bag for one year and the book ‘Feeds 
and Feeding.’ 

“I very much enjoyed the two sample 
copies which you sent to my Wyoming 
place. I am also very much interested 
in the articles regarding the cash basis 
operation of feed stores. 

“IT am operating two places at the 
present time. One is operated on a 
strictly cash basis and the other ex- 
tends credit. 

“It is needless to say that the cash 
store is making money while the credit 
store is losing money. 

“This was in the nature of an experi- 
ment. Henceforth I will put both places 
on a strictly cash basis. 

“It would be wonderful if all dealers 
would organize into a cash dealers or- 
ganization and let the dealers extending 
credit go broke, which they will do 
sooner or later.” 


dealers who hesitate’ to 


the special meeting at French Lick, June 
7. In this case only a majority vote of 
the members present will be required 
for a final decision. 

Directors of the Grain Dealers Na- 
tional association have already voted, 30 
to 2, for a merger and have agreed to 
change their name to the Grain and 
Feed Dealers National association and 
conduct .their activities to cover both 
types of memberships. The proposal to 
change the grain organization name will 
be submitted to vote of the members 
at the October convention. 

Should the United States Feed Dis- 
tributors association decide to become 
an entirely independent body, a new 
program, including regular meetings, 
wider activities, increased membership 
and a general rejuvenation would be 
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for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


15.0 Protein 

3.9 Fibre 
For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calves and all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 


|| Oats for animal feeding at 
a big saving in price. 


Hygrade Oatfeed 


11.0 Protein 

19.0 Fibre 
Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 


Bran.— A splendid feed for 


CORNO 


Dairy Cows. 


CORNO BRAND 


Rolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
White Hominy Feed 
(7% Fat) 
Unground Oat Hulls 
Reground Oat Hulls 
Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


DEPARTMENT 14 


THREE MINUTE CEREALS Co. 
CEDAR RAPIDS, IA. 
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planned. 

Since the United States Feed Distrib- 
utors association is already affiliated 
with the Grain Dealers National associa- 
tion, a decision for a merger would 
mean a union of feed and grain interests 
with both fields receiving equal consid- 
eration in the organization’s activities. 

The American Feed Manufacturers as- 
sociation will also be in session at 
French Lick when the United States 
Feed Distributors association holds its 
special meeting. 


HARRIS, HARRIS & KRAUS, Elk- 
horn, Wis., have opened up a feed, lum- 
ber and fuel business. 


ABOUT TRADE PAPERS 

“Trade papers are generally consid- 
ered as being indispensable to the busi- 
ness man, be he an industrial executive 
or small merchant. They relate the 
achievements of individuals and organi- 
zations; present the biographies of the 
outstanding men of the business world, 
as well as recording the advance in the 
art. It has often been said, that the 
trade press constitutes, without question, 
the levelest element in a special collec- 
tion of modern business literature. In 
the pages of the trade papers the read- 
ers will find the most authoritative and 
up-to-date information of interest to 
their craft.”"—S. F. Tillman. 


opportunity! 


AND GRADER. 


STEEL-CUT CORN 


will make your business grow faster 


The amount of poultry raised this spring will be enormous. 
Vast quantities of feeds will be needed. Here then is your 


You can make beautiful looking Steel-cut Corn—clean, 
bright, and free from hulls and dust and very precisely sized 
into three grades, if you use the ‘‘EUREKA’’ CORN CUTTER 


No machine offers greater money earning possibilities. 


REPRESENTATIVES: 


F. H. Morley, Jr., 505 Webster Bldg., Chicago, III. 

J. Q. Smythe, 3142 Bellefontaine St. -» Indianapolis, Ind. 

Bert Eesley, Box 363, Fremont, O. 

Strong-Scott Mfg. Co., 413 So. Third St., Minneapolis, Minn. 


Have you had our No. 113-B Catalog yet? 


European Branch: 64 Mark Lane, London, E. C. 3, England 


INVINCIBLE GRAIN CLEANER Co. 
SILVER CREEK.N.Y. 


CLEANING MACHINERY 
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Eastern Federation Exhibits Pep 


In Membership Campaign 


H. N. Vrendenburg, C.H. Eldred Lead in Exciting Mile for $1.00 Race 
“Count Me In; We're Going to Put It Over Big,’ Assures Henry Wilber 


HE membership campaign which 
was started at Binghamton by 
the Eastern Federation of Feed 
Merchants, is now in full swing and 
excitement is running high among the 
members. Several have entered the 
race and more than a 100 members 
have pledged themselves to try to line 
up at least one new recruit before the 
meeting in June. 
One Mile for Every Dollar 

The campaign is being conducted as 
a race with the starting point at Bing- 
hamton and the goa! 300 miles away at 
the summer convention. Every dollar se- 
cured in membership fees and subscrip- 
tions to the radio fund counts as one 
mile. Those who contribute to the ra- 
dio fund may apply their contribution 
to their membership dues if they join 
the federation before the summer meet- 
ing. 

Attractive prizes have been offered 
by federation members with special 
prizes for the salesmen to be given by 
Charles M. Struven, fish meal distribu- 
tor of Baltimore, Md. ~ 

Some Results Reported 

“Count me in on the race,” wrote 
Henry Wilber, Wilber Feed Co., James- 
town, N. Y., “I am enclosing an appli- 
cation for my first new member and I 
have another which I will send in a 
few days. We are going to put this 
over big and all the boys I have talked 
with are solidly behind the drive.” 

H. N. Vredenburg, Sprout, Waldron 
& Co., Muncy, Pa., has sent two new 
members this month and he has talked 
to many more according to his latest 
report. 

“Here is my second application,” he 
wrote when he sent the check. “I find 
the dealers are interested and appar- 
ently have been waiting for someone 
to call and line them up. I hope to 
have a good list of new ones before 
the summer meeting and believe me I 
am going to win first prize if I can. 
Of course, it is interesting to win the 
prize, but I am more interested right 
now in helping your peppy association.” 

One salesman who has been working 
on the drive, tackled a feed dealer and 
tried to enroll him as a member. Ac- 
cording to his letter he met a trouble- 
some situation. Here is what he wrote: 

Value of Membership 

“He (the dealer) says he was a mem- 

ber once but he couldn’t see that he got 


any benefit in dollars and cents, so he 
won’t come in now. What shall I tell 
him?” 

“Tell him he is short sighted and 
hasn’t examined the facts,” quickly re- 
plied Pres. W. S. Van Derzee. “That 
dealer knows he would still be losing 
money on his bags if the association 
had not brought the dealers to- 
gether and recommended a _ uniform 
charge for the bags. He knows that 
he would have lost hundreds of dollars 
a year during the war if our association 
had not been represented on the food 
control board and helped to keep the 
facts about the industry clearly before 
the board personnel. He knows that bill 
after bill would have been passed by 
state and federal legislatures that would 
have harmed his business if it had not 
been for the trade associations. He 
knows that the exchange of ideas made 
possible by our conventions will mean 
real profit for him if he uses the priv- 
ilege. 

“IT could tell him dozens of reasons 


why he should join the federation. He 
knows them just as well as I do. He 
knows the feed trade would not be en- 
joying its present degree of prosperity 
if the federation and similar organiza- 
tions were not constantly vigilant to 
meet unfavorable situations. I believe 
every retail merchant who will take the 
time and trouble to examine the facts 
will feel that it is his obligation to give 
his financial and personal aid to keep 
the trade in a prosperous condition.” 

The standing of the racers to date is 
as follows: 

H. N. Vredenburg, 40 miles; C. H. 
Eldred, 30 miles; H. C. Elwood, 25 
miles; C. B. Wright, 20 miles; William 
Hyzer, 26 miles; F. M. McIntyre, 20 
miles; W. A. Salisbury, 20 miles; S. 
Howes Co., 20 miles; Coe H. Stearns, 
20 miles; H. R. Wilber, 20 miles; Floyd 
Reynolds; 10 miles; Stevens Milling Co.; 
10 miles; Asa Palmer, 10 miles; W. E. 
Sleeth, 10 miles; H. B. Curtis, 5 miles; 
D. K. Briggs, 5 miles; C. O. Gridley, 
5 miles; L. L. Pincus, 5 miles. 


Financial Questions Answered 
By Expert Credit Man 


city court judge of Binghamton, 

N. Y., and credit expert, was be- 
sieged with questions at the federation 
convention but had a ready answer for 
them all. He warned the feed dealers 
against many practices that are common 
in the business but which might cause 
serious financial losses. The most im- 
portant questions and answers are 
given below. 

Question: If property is owned by 
man and wife should goods be’ charged 
to both? 

Answer: You cannot sell to one and 
charge to both. If you sell to man, 
would recommend you take a note en- 
dorsed by wife. 

Q. I£ property is jointly owned and 
man dies, can creditor collect from 
wife? 

A. No. 

Q. Woman owes bill and marries be- 
fore payment. Can husband be held 
liable for bill? 

A. No. 

Q. If wife owns property can bill 


RR cone W. TITUS, former 
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for goods charged to her husband be 
collected from her? 

A. No. 

Q. I have taken some chatte} mort- 
gages from my customers? Do they 
have to be renewed? And when? 

A. Yes, they must be renewed each 
year. 

Q. On conditional sales contracts can 
wife sign contract for goods sold to her 
husband? 

A. The purchaser should sign. If 
she signs you cannot hold her husband 
responsible. 

Q. I took a check for a past due 
account. It was returned from bank be- 
cause of no funds. Can I get judgment 
against him? 

A. No. A check given at time of 
purchase is same as cash. To be safe 


_ accept cash only on overdue accounts 


if vou are in doubt of your customer. 

Q. A man owns a farm but he and 
another man work it on shares. The 
worker buys the feed and charges it 
to account of hoth. Number one refuses 
to pay his half of bill. Can number 
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two be held liable? 

A. Yes. Either is liable for entire 
amount if charge account has consent 
of both. 

Q. If I have someone witness a note 
does it make it more binding? 

A. No. 

Q. I deliver coal or feed to purchaser 
on certain date and accept a check in 
payment dated ahead. The check is re- 
turned for lack of funds. Can I get 
judgment? 

A. No. 

Q. I open a joint account in the 
name of a man and wife. The wife 
verbally agrees to the joint account. Is 
that binding on both. 

A. Yes, if the wife specifically agrees 
to the purchases in question. 

Q. I make a sale to a man and 
charge to him. Later I change the ac- 


count to the wife’s name. Can I hold 
the wife? 

A. No. The sale was made to the 
husband. 


Q. Should notes or conditional sales 
contracts be filed with county clerk? 

A. Yes, otherwise you cannot re- 
cover property if it should be sold to a 
third party. 

Q. If I take a note but do not dis- 
count it amy I compelled to notify date 
due? 

A. No. But it is a good practice to 


do so. If there is an endorser of the 
note you are compelled to notify him of 
due date. 

Q. If I take a note on book accounts 
when is it outlawed? 

A. Six years in New York and New 
Jersey. If a man is out of state for a 
period that time is added to the six 
years. A payment or promise of pay- 
ment renews the note. 


Federation Now Selecting 
Convention Place 


The place at which the annual sum- 
mer convention of the Eastern Federa- 
tion will be held next June will be 
selected early in April by the commit- 
tee which has made an investigation of 
more than a dozen locations. 

The Thousand Islands seems to still 
hold first place and there seems to 
be a prospect that Alexandria Bay, in 
the heart of the islands, will be selected. 

A hotel has been placed at the dis- 
posal of the members in advance of 
the regular summer tourist season and 
there will be large conference rooms as 
well as unlimited recreational facilities. 
Boat trips among the islands and to 
Canada, which is only 20 minutes away 
by boat, would feature the entertain- 
ment. There are two golf courses, ten- 


nis courts and other sport facilities, 

Alexandria Bay is easily reached 
from all parts of the East both by rail 
and motor. The motor roads are ex- 
cellent, most of them of concrete con- 
struction. The trips to and from the 
islands in all directions are replete with 
spots of scenic magnificence and mem- 
bers who have not toured the section 
would want to spend a few days with 
their families in visiting them. 

As soon as the location is definitely 
decided, a campaign will be started to 
bring out the largest attendance on 
record. 


FEED TRADE WEDDING 

Miss Esther Brunsell and Frank 
Brobst, advertising manager of Ladish 
Milling Co., Milwaukee, were married 
February 9 at Evansville, Wis. Mrs. 
Brobst is the daughter of C. F. Brun- 
sell, Brunsell & Fellows, feed dealers 
at Evansville. Mr. Brobst’s father was 
a retail feed dealer at Mondovi, Wis. 


FRANK BROBST, SR. Frank 
Brobst & Son, Mondovi, Wis., died sud- 
denly February 22 after an illness of 
only two days. His son, W. E. Brobst, 
will continue the business. Mr. Brobst 
was also the father of Frank Brobst, 
advertising manager of the Ladish Mill- 
ing Co., Milwaukee. 


* “Tt is with pleasure that I state that 
this mixer has in every way met with my 
expectations. It mixes the grain thorough- 
costs very little to operate, runs 
smoothly, and is entirely satisfactory in 


ly, 


every manner.” 


Just another letter from one of the long lists of 
Superior Batch Mixer owners, who have no re- 
grets regarding their purchase. 


Consider the letter again—could anyone ask for 
more features than this miller claims for his 


Superior? 


This ‘‘mixer of no regrets’ 
catalog 42. May we send you a copy? 


*Name and address on request. 


’ is fully described in 


MUNSON MILL MACHINERY COMPANY 


Established 1825 


UTICA, N. Y. 


Representatives: A.D. Hughes Co., Wayland, Mich.; Strong-Scott Mfg. Co., Minneapolis, Minn.; 
Frank Eckert, West Warwick, R. I.; C. Wilkinson, Lansdowne, Pa.; Sidney Grain Mchy. Co., Sidney, O. 
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Business Conducted on Credit Basis 


Invites Financial Loss 


Fluctuating Value of Dollar Makes Cash Selling Only Safe Policy 
Depreciation of Currency and Book Accounts, Has Been 30% Since 1913 


from a dealer on credit. Two 
years later he pays the account 
in full. 

Although the dealer collected every 
cent of the amount owed to him, did 
the farmer actually pay him as much 
as he promised when the charge was 
made on the books? 

Is a Dollar a Dollar 

It is generally believed that a dollar 
is a dollar today, tomorrow, 10 years 
hence. 

How astonished a dealer would be if 
he ordered a carload of feed from a 
manufacturer and the bags shrunk in 
transit to table salt sacks or swelled 
to the proportions of a barrel! Or im- 
agine a feed dealer doing business with 
the ton recognized as 1,800 pounds to- 
day and 2,400 pounds tomorrow. 

All of these suppositions may sound 
far-fetched and yet this is the actual be- 
haviour of our American dollar. Its 
purchasing power goes up and down 
like the mercury in a thermometer. It 
is not fixed in value as the general pub- 
lic believes. 

One-Third Less Since 1913 

The dollar today, according to aver- 
age figures computed by economists, is 
worth about 70 cents as compared to 
the dollar of 1913. Its purchasing power 
is 30 per cent less. 

During the Civil war records of econ- 
omists show that the buying power of 
the dollar dropped to two-fifths of its 
value previous to 1860 and in 1920 was 
worth only one-fourth of what it had 
been in 1896. 

Dealers should be careful not to be 
misled by judging the value of a dollar 
only at its redeemable value. It is true 
that the day’s proceeds from a feed 
store may be taken to a bank and ex- 
changed for a set number of grains of 
gold. The value of the dollar in itself 
never changes. 

The Purpose of Money 

But money is not made to wear on 
watch chains or furnish silver lining for 
an office safe. Its chief purpose is to 
serve as a medium of exchange to buy 
goods and services. Buying is its big 
job and it is in this capacity that it 
should be taken most seriously. 

If a feed dealer, after receiving a 
dollar for feed, melted it into candle- 
sticks to adorn his fireplace there would 
be no reason to worry about its fluctua- 
tion. But no sooner has it struck the 


\ FARMER buys 10 tons of feed 


bottom of the till when it must bob up 
again and serve as exchange for a new 
shipment of stock, improvements, com- 
modities for the dealer’s home or gaso- 
line for the flivver. How much can be 
obtained in return for it at any given 
time determines the real value of that 
dollar. 

Money does not maintain a stability 
in value because the number of dollars 
in circulation sometimes gets out of pro- 
portion with the amount of trade. Sup- 
pose that under normal conditions, 
$300,000,000 would be circulated during 
a year in the feed industry, covering 
an average volume of trade. The next 
year $500,000,000 would be available to 
the industry while production of feeds 
remained about the same. Dealers can 
readily observe that the dollar from the 
$500,000,000 would have less purchasing 
power than it did during the previous 
year when only $300,000,000 were in cir- 
culation, for there would be the same 
volume of feeds to buy with more 
money on the market. 

Effect on Credit Business 

The answer to the question, “does the 
farmer who bought feeds from a dealer 
on credit actually pay him as much as 
he promises?” suggests itself. How can 


the dealer be assured of getting what is 
promised to him when the dollar which 
is promised may be worth less tomor- 
row than it is today? However cer- 
tain he is that he is going to get the 
dollar, he does not know what it will 
be worth when it comes into his hands. 
As long as a dollar does not maintain 
a value any agreement to prolong the 
receiving of that dollar to some future 
date is uncertain. In other words, con- 
ducting a feed business on credit is tak- 
ing a chance, not only on the loss of 
interest, collection costs, and clerical 
expenses but it is also betting against 
odds on what the value of the dollar 
will be when it is paid. 

But fortunately the feed industry has 
discovered a method to avoid all these 
pitfalls. Hundreds of dealers all over 
the country are operating on a cash 
basis-getting, not an uncertain, fluctuat- 
ing promise but the real dollar in its 
full buying value. 

This one reason alone should be suf- 
ficient to convince dealers who have 
hesitated to abandon their burdensome 
credit policy. It is one of the many 
features that demonstrates the sound- 
ness and good business sense of operat- 
ing on a cash basis. 


Northrup, King & Co. Is Host 
To Elevator Managers 


HE Farmers Elevator Association 

of Minnesota recently held its 

annual convention in Minneapo- 
lis. Many of the delegates visited the 
plant of Northrup, King & Co. and 
looked over the various departments. 
Without exception, these visitors ex- 
pressed themselves as being not only 
greatly interested in the various opera- 
tions, but surprised at the magnitude of 
the plant and the care which each opera- 
tion receives. 

Elevator operators are naturally more 
interested in the farm and field seed de- 
partments than in other branches of the 
business and the visitors spent consider- 
able time in the milling rooms where 
seeds are put. through purifying pro- 
cesses. Many machines are used, each 
of which has its own particular function. 

The poultry feed manufacturing plant 
also elicited a great deal of interest. The 
machinery required to grind and mix 
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the mash feeds, as well as mixing 
machinery for grain feeds, were thor- 
oughly inspected all the way from the 
raw material to the finished product. 

Another department, not allied so 
much with the elevator business, was 
the garden seed line. Many millions of 
5 and 10c packets of seeds are sold 
throughout the United States by North- 
rup, King & Co. To handle this busi- 
ness, a large department thoroughly or- 
ganized and equipped with latest devices 
is required. The packets are filled by 
automatic machines which carefully 
measure the quantity, fill and seal the 
packets at the rate of 20,000 to 30,000 
per machine per day. Enough machines 
are used to bring the capacity up to 
about a million per day. The seeds are 
then packed in display boxes, each as- 
sorted to fit the requirements of the 
locality to which it is to be shipped. 
These seeds ara on sale in every state 
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<a} ‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Represen ting: 


C. HUBINGER BROS. CO., Keokuk, Gluten 
HENRY LICHTIG & eS Sere Milo and Kaffir 
FAIRMONT CREAMERY CO., Omaha, Neb.................... Dried Buttermilk 
AMERICAN MOLASS CO., New York Blackstrap 
MUTUAL RENDERING CO., Meat Ser 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 


The Haines Feed Mixer 


The Mix Is Always Visible 


A self-contained unit 
shipped completely as- 
sembled ready for 
operation as soon as 
connected to power. 
No extra parts or ele- 
vators necessary. No 
millwright labor re- 
quired. Easily set up 
or moved. 


Manufactured in two sizes: 


No. 1 Mixer capacity 50 
cubic feet or 40 bushels. 


No. 3 Mixer capacity 100 
cubic feet or 80 bushels. 


Either size furnished with 
pulley for belt drive or 
with electric motor and re- 
duction gears for inde- 
pendent operation. 


Write for 
Bulletin No. 15-F 


The Grain Machinery Co. 
Marion, Ohio 


We want live Sales Representatives in our open territories. 
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in the union and by many thousands of 
dealers. 

Although the present plant of North- 
rup, King & Co. comprises six large 
buildings, much outside storage space is 
required. The company has recently 
announced a building program which 
contemplates the erection of a large, 
four story and basement, concrete ware- 
house, next spring, adding over two and 
one-half acres of additional floor space. 


WAYNE OPENS AT BUFFALO 

Production in the new Buffalo mill of 
the Wayne Feed Mills, Inc., began 
March 20, and has been progressing 
steadily since that time. The new mill 
has a capacity of 40 carloads of feed a 
day, and is constructed tc permit sub- 
stantial expansion. The mill is of mod- 
ern, fireproof construction and one of 
the finest in the East. It has an eleva- 
tor with 100,000 bus. storage capacity 
and facilities for quick loading, together 
with privately owned railroad tracks of 
80 car capacity. 

Henry D. Egly, vice-president, in 
charge of production at the new Buffalo 
plant, expressed himself as well pleased 
with initial operations. The Buffalo mill 
will supply the demand for Wayne pro- 
ducts in Pennsylvania, Maryland, Vir- 
ginia, Delaware, New York, New Jer- 
sey and the New England states. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 
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Many Dealers Seek Advice 
On Cash Basis 


Since the Binghamton convention 
there have been many requests made to 
the Eastern Federation for more in- 
formation about the strictly cash idea. 

One dealer is ready to declare for 
the cash policy within a few weeks and 
another is going to call in all the deal- 
ers in his section. 

“The time is ripe to start on a cash 
basis,” wrote one member. “Send us 
all the information we may need to get 
the thing started. What kind of an- 
nouncement should we send out? How 
should we handle back accounts? Should 
we make any exceptions or should we 
demand strictly cash. We would be 
glad to hear how this has worked out 
in some stores where it has been tried 
for a year or more.” 

Dealers who have successfully adopted 
the cash plan are asked to pass along 
their experiences to the new recruit to 
cashdom. Send your letters to The 
Feed Bag or to the Eastern Federation 
of Feed Merchants, 48 State street, Al- 
bany, N. Y. 


Trends Shown 


In Eastern Survey 


CROSS-SECTION analysis of 


Feed Business 
part of the eastern retail feed 


A trade has been completed by a 


recent questionnaire and shows the im- 
portant changes that are taking place in 
the industry. 

Questionnaires were mailed to 1,000 
leading retail merchants in New York, 
New Jersey and Pennsylvania. About 
125 have been returned but they are suf- 
ficient to show the business trends. The 
survey will be continued until at least 
500 questionnaires are received as it is 
believed that a correct analysis would 
require that number. 

The answers already received show 
that 65 sold for retail only while 69 
were both retailers and wholesalers. Of 
the latter class most of the dealers 
stated that their wholesale activities 
were with a very few small! stores, most- 
ly general stores, which carry small 
stocks of feed. 

Eighty-two reported that they prac- 


Feeds Sold In New England 
Found High In Quality 


remember a recent discussion of 

an article in the Eastern States 
Co-operator in which feeds other than 
those put out by the Eastern States 
Farmers exchange were quite generally 
described as containing large quantities 
of fillers, adulterants, etc., contrary to 
law and in-face of the state and federal 
inspection service. 

Control series bulletin No. 44 of the 
Massachusetts Agricultural Experiment 
station has just been issued and the 
author of the bulletin takes sharp issue 
with these statements in the Co-oper- 
ator. He says:— 


eee of The Feed Bag will 


“Eight hundred and eighteen 
samples of feeding stuffs were 
examined. Of these only fifteen 
showed a variation from ingred- 
ient guarantee and in most cases 
this was too slight to merit seri- 
ous criticism. 

“It has been charged that 
many of the prepared feeds on the 
market contain a great deal of low 
grade material used as filler. Our 
examination does not show this to 
be the case. While it is true that 
there are all sorts of feeds offered, 
it is alsd true that feeds contain- 
ing filler are properly labeled and 
no one need be misled in their 
purchase.” 

This should constitute a sufficient an- 
swer to the article in the Co-operator 
and should be used by any dealer who 


finds that possible customers have been 


influenced in any way by this type of 
propaganda. 

As a simple matter of fact New Eng- 
land farmers and feeders are fortunate 
in the quality of feeds which generally 
speaking, are provided for them through 
the various methods of distribution 
which exist in the New England terri- 
tory. It should be a matter of real satis- 
faction to all concerned that the stren- 
uous competition which the New Eng- 
land feed trade experiences has not re- 
sulted in any widespread measure in 
the putting of really inferior goods on 
the market. 

Of course, there are poor feeds sold 
in New England and there are distribu- 
tors not too scrupulous in their methods, 
but by and large the feed business in 
this section is in the hands of respon- 
sible men who in turn are supplied by 
manufacturers who put out mixed feeds 
of high quality and known merit as the 
Massachusetts bulletin eloquently testi- 
fies. Probably there are less shysters 
in the feed business in New England 
than in any other line of merchandising. 
Certainly the percentage is below the 
average. 


Cc. S. MORRIS CO., Berlin, Wis., 
has installed a seed treater for treating 
the grains of its customers as a preven- 
tative of smut, barley stripe, seedling 
blight and fungus diseases. 
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tically restrict their feed sales to stan- 
dard commercial ‘brands, although all of 
them carry grains and farm supplies to 
meet the requirements of their custom- 
ers. 

Eighty merchants have mills equipped 
to grind and mix feeds. Fifteen had 
grinders but no mixers although a few 
stated that they contemplated install- 
ing mixers. Of those who mix feed, 66 
make their own dairy ration and 60 their 
own poultry feeds. Most of these also 
carry some standard commercial brands, 
only four reporting that their sales were 
limited to their own brand. 

Poultry brooders and equipment is 
being handled by 45 of the dealers who 
have answered the questions but only 
22 carry a supply of dairy barn equip- 
ment. 

Advertising by retailers has gained de- 
cided impetus during the last two or 
three years as indicated by the fact that 
75 merchants advertise regularly in 
newspapers, farm papers or by mail. 

Only 20 reported that they did no ad- 
vertising, although 30 were infrequent 
advertisers. The latter confined their 
advertising to an occasional newspaper 
ad or letter calling attention to some 
special sales event. 

The importance of radio talks as pro- 
ducers of business is clearly realized by 
the dealers, as is indicated by the fact 
that practically all agreed to follow up 
the inquiries from their ‘sections and 
render the services requested. Several 
thousand replies to the radio talks of 
the Eastern Federation have been re- 
ceived from all parts of the East. These 
are being tabulated and will be sent to 
all who answer the questionnaire. 


BEACH-WICKHAM & CO. have 
established a branch office in the Mil- 
waukee Chamber of Commerce, with 
Walter Baujan in charge. The firm has 
21 grain offices in Illinois and Iowa and 
has private wire connections with all its 
offices. The main office is located at 
332 South La Salle St., Chicago. The 
firm has taken out a membership in the. 
Milwaukee Chamber of Commerce. 


LARROWE MILL SOLD : 

Larrowe Milling Co., Detroit and To- 
ledo, has been purchased by General 
Mills, Inc., Minneapolis. The former 
firm is one of the largest commercial 
feed manufacturers in the United States 
and was established in 1870. The Lar- 
rowe Officials including James E. Lar- 
rowe, president; Charles Staff and R. A. 
Wilbur, vice-presidents, and S. Mowat, 
secretary, have been retained. 
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With a warehouse capacity of over 2,500 
tons of sacked feed — we are in splendid 
shape to give good service on straight or 
mixed cars of anything in feed. 


WE WOULD APPRECIATE YOUR INQUIRIES 


La Budde Feed & Grain Co. 


MILWAUKEE, WIS. 


Feed — Grain — Hay 


BRANCH OFFICES: 
ALGOMA, IOWA SPENCER, IOWA 


MEDAL 


Poutry Feeps, Hoc Feeps, Dairy Rarion 


WASHBURN CROSBY COMPANY | 
MINNEAPOLIS, MINN. KANSAS MO. 
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“A Feed Store in a Box Car’ 


BOWEN FEED & MILLING CO., 
Bowen, Ill., has discontinued business. 


PIONEER ELEVATOR & LUM- 
BER CO., Hopkins, Minn., has installed 
new machinery for feed grinding. 


SPROUT, WALDRON & CO,, 
Muncy, Pa., have just issued and are 
distributing their condensed ‘catalog No. 
129, showing the complete line of 
Monarch flour and feed milling machin- 
ery. Copies of the book are available 
to anyone and may be had by writing 
to the address above. 


H. A. HUEBOTTER, formerly with 
the Butler Manufacturing Co., Indian- 
apolis, Ind., has joined the technical 
staff of the Waukesha Motor Co., Wau- 
kesha. He has been engaged in both 
practical and theoretical research for a 
number of years. He graduated from 
Purdue university in 1912 and since then 
has spent his time in automotive re- 
search, design and production. He is a 
member of the Society of Automotive 
Engineers and is the author of the book 
“Mechanics of the Gasoline Engine.” 


HAINES INSTALLATIONS 

Grain Machinery Co., Marion, Ohio, 
manufacturers of Haines feed mixers, 
reports that their sales have been stead- 
ily increasing and have made the fol- 
lowing recent installations: Teske Coal 
& Feed Co., Chaska, Minn.; J. E. Hale, 
Collins, Ia.; Northern Supply Co., Cam- 
eron, Wis.; Knecht Milling Co., Hart- 
ford City, Ind.; J. C. Walker & Son, 
Kinzer, Pa.; Hugo W. Anderson, Bar- 
num, Minn. 

Colville Feed & Supply Co., Utica, 
Ohio; Teske Milling Co., Davenport, 
J: Staniter, Gap, Ba; B. 
Swope, Canal Winchester, Ohio; Hol- 
dingford Milling Co., Holdingford, 
Minn.; Styerwalt Milling Co., Green- 
field, Ohio; Spurrier Brothers, Marys- 
ville, Ohio; Yoder & Co., West Liberty, 
Ohio; Raabe Bros., Fort Jennings, 
Ohio; Pioneer Elev. & Lbr. Co., Hop- 
kins, Minn.; D. Iden & Son, Hanover- 
ton, Ohio. 

D. A. Thomas & Son, Saegertown, 
Pa.; W. M. Zook & Sons, Rothville, 
Pa.; Fred Route, Amery, Wis.; North 
Branch Milling Co., North Branch, 
Minn.; Odenweller Milling Co., Kalida, 
Ohio; Durand Milling Co., Durand, 
Mich.; Harry H. Riecke, Preston, Md.; 
Hubbard Milling Co., Mankato, Minn.; 
Johnson & Clark, Alexandria, Ohio; 
Delphos Equity Exchange, Delphos, 
Ohio; Mitchell-Maskrey & Co., Maquo- 
keta, Ia.; Nolte & Havemann, Oshkosh, 
Wis.; East Fayetteville Elevator Co.; 
East Fayetteville, Pa.; Villa Park Feed 
& Milling Co., Villa Park, Ill, and F. 
F. Aydt, Dahlgren, Iil. 
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Knowledge of His Feeds 
Helpful In Selling 


C. S. Dernbach, feed dealer at Wau- 
sau, Wis., who is widely known for sell- 
ing a large volume of commercial feed 
each year, modestly attributes his suc- 
cess to the fact that he knows the line 
of feed he is handling and believes in 
its high quality. 

“TI never miss an opportunity to talk 
to the farmers and other feeders about 
the feeds I am selling,’ Charlie says, 
“and when I talk to them I can be sure 
that I know what I am talking about. 
I spend a great deal of time each year 
keeping informed of all progress in feeds 
and feeding. 

“IT make it a point to learn as much as 
possible about my competitor’s feeds as 
well as about the ones I am selling. I 
have made four trips to Minneapolis es- 
pecially for the purpose of going 
through the mill where the feeds I sell 


FEEDS AND FEEDING 


Latest Complete Illustrated Edition 


By Profs. W. A. Henry and F. B. Morrison 


COMMERCIAL FEEDS 


By W. H. Strowd 


These two books should be read and kept for handy 
reference by every feed dealer, miller, manufacturer 
and jobber. They include the latest available informa- 
tion on feeding, feed ingredients, feed manufacturing 
and feed merchandising. 


The price of the complete gy pg edition of Feeds 
and Feeding is $4.50 per copy, f.o.b. Milwaukee, and 
the price of Commercial Feeds is $3. 00 per copy, f.o. b. 
Milwaukee. Send check or money order for one or 
both books to get shipment by return mail or express. 


The special price for one copy of Feeds and Feeding in 
combination with a one year subscription to The Feed 
Bag, at $2.00 for twelve months, is $5.50. The price for 


Commercial Feeds with The Feed Bag is $4.00. The 
price for the both books with The Feed Bag is $7.50. 


For Sale By 


Che feed Bag 


86 E. Michigan Street 


are manufactured and therefore I know 
just how they are made and what they 
are made of. 

“I am sure that I am not selling any 
more commercial feed than any other 
dealer could if he would make it his 
business to learn as much about the 
feeds he sells as I have learned, and 
then work as hard to sell them as I 


Milwaukee, Wis. 


This The Type 
Monarch Top and Bottom Screen 


Corn Cutter 


3000 to 10000 POUNDS CAPACITY 
PER HOUR 


The Machine that makes beautiful 
steel cut corn for less because it pro- 
duces less fines, takes minimum pow- 

- er and makes possible the use of 
lower grades. 


Monarch Patented Top and Bottom Screen Corn Cutters are made 
for large and small capacities. We have an interesting booklet de- 


scribing and illustrating them. If you wish a copy, write for 
Booklet F. 


Sprout, Waldron & Co. 


BOX 318, MUNCY, PA. 


Cine Office Kansas City Office 


San Francisco Office >] 
nton St. 612 New England Bldg. 


726 Harrison St. 


9S. Cl 
aw Flour Mill Machinery Feed Mill Machinery —— Grain Elevator Equipment Fa 
Material Handling Equipment —- Power Transmission Appliances 
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PEARL GRIT 
Pays Big 
Returns 
to DEALERS 


PEARL GRIT in the handy 10- 
lb. package offers dealers a bi 
opportunity for quick sales an 
s extra profits. It opens up new sales 
ssibilities. And our advertising 
in state farm and poultry papers is 
telling yourcustomers about PEARL 
Grit... building up a big demand 
forit... telling 
them to buy it 
from their 
dealer or 
hatcheryman. 
Profit by this 
demand. Sell 


easy way to 
t add ex- 
tra dollars to 
GRE your income. 


PEARL GRIT for Profit 


Now is the time to prepare young birds 
for a high egg yield nezt winter to get more 
eggs when prices are highest. PEARL Grit 
should be fed to growing birds now. It 
provides the lime they must have to build 
strong, vigorous bodies . . . to avert leg 
weakness or rickets. It pays big returns 
always—but especially now when fl 

are young and growing. 


Get Our Dealer 
Proposition 
We have a liberal and money-making 
proposition to offer you ... a selling plan 
which it will pay you to 
investigate. This is a — 
chance you can’t afford 
to throw away. Let us 
tell you all about it. 
Mail the coupon today. 
PEARL GRIT 
CORPORATION 
Subsidiary 3 
The Ohio Marble Co. =< : 
2121 Ash St., 
Piqua, Ohio 


Pearl Grit Corp. 
2121 Ash St., Piqua, Ohio 
Please send me details of your selling plan. 


NET 


MAIL NOW 


Name 


Address 
Tell us your dealer’s name and address 
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OATS 


RYE 


WHEAT 


SCREENINGS CORN 


Hiawatha Grain Company 


‘*FOR BETTER SERVICE’’ 


(We Own And Operate A Mill And Elevator) 


SPECIALIZING IN ALL TYPES OF SCREENINGS 


STRAIGHT CARS MIXED CARS 


MINNEAPOLIS, MINN. 


(GROUND AND UNGROUND) 


Get Our Samples and Prices 


xvid 


MILL FEEDS GROUND FEEDS OILMEAL 


SWEET DAIRY FEED 


16144% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for .Samples and Prices 


MINNEAPOLIS, MINNESOTA 


FOR POULTR 


GUARANTEED 


. O5% 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal L 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 
Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


Grinding Brings Other Business With It! 


No wonder the 


“AJACS” has been so popular with country 


elevators! You can grind to any fineness desired---do it quickly and 
efficiently---and make a good profit on each job. 

But, best of all, grinding brings other business with it! Your cus- 
tomers will take home a load of coal, lime, paint, salt, binder twine, 
and many other articles carried in your stock. 


FREE—Send for the ‘‘AJACS” folder describing this reasonably 
priced feed grinder that will earn a nice profit for you annually. 


A. E. Jacchson Machine Works, Inc. Minnespois, Minnesota 


Y2inding Pays in Many Wa 
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POWE 


That's what you want first of all 


in a car mover. 
biggest advantage in the ATLAS. 
This power has been proved by 
actual tests. 
tor can show you illustrated . 
materia! and can cite cases 
in which ATLAS superiority 
has been proved. 


Get an ATLAS mover and 
you'll see the difference in 


man. He knows and can 
give you quick 
service. 


f 


.. and that’s the 


Your mill distribu- 


jiffy. Ask your supply 


asking. 


APPLETON 


COMPANY 
Appleton, Wis. 


MOVER: 


QE 
ENT 


Y 


The Comfortable 
Great Northern 


Hote 
CHICAGO 


RAVELERS select the 

Great Northern for its 
wonderful location in Chi- 
cago’s “‘loop’’. They return 
because the large comfort- 
able rooms, homelike en- 
vironment, attentive service, 
excellent food and moderate 
charges make it an ideal 
hotel. 

400 Newly Furnished Rooms, 
a day and up. 


Rooms $4.00, $5.00, $6.00, $7.00 
and $8.00. 


Walter Craighead, Manager 
DEARBORN STREET FROM JACKSON 
TO QUINCY 


New Garage One-Half Block 


Interesting, il- 
lustrated de- 
scriptive mat- 
ter free for the 


CAR MOVER 


NEW — REVOLUTIONARY 


The BARNES EMULSION Plan to Build 
YOU a Profitable BUSINESS Without 
Cost or Obligation. 


A Plan whereby we go right into your territory with an exceptionally liberal offer to 
ay raisers—an offer to try Barnes Emulsion—the only PERMANENT WORM CON- 

ROL—entirely at our expense—an offer no one can reasonably decline. The object is to 
build a large and profitable business for YOU, right in your territory, and hand it 
over to you. campaign in your territory will cost you nothing; nor will you be obli- 
gated. The profits to you should be very substantial—write now for details of the most 
liberal proposition in poultry supply history. 


NO RISK to You 


You don’t risk a penny. All you do is take care 
of the orders that rollin and accept the profits. 


5,000 Dealers Stock Barnes Emulsion 


and 16 carload distributors. (The phenomenal rise in demand 
for Barnes Emulsion has justified their faith. They took the 
Barnes agency without the help of an unusual! proposition as 
we now offer. Think what you can do WITH this help. In- 
cidentally, all established dealers are entitled to this help. 
Write us, gentlemen. 


National Advertising, Also, to gt YOU Sales 


In fact, the most complete support ever given to dealers. Na- 
tional advertising which will PROVE that Barnes Emulsion is 
the only true and PERMANENT CONTROL of WORMS in 
chickens and other fowl. Advertising which will PROVE that F 
other remedies, expellants, DO NOT do a PERMANENT Job, and that in the final an- 
alysis, the poultry raiser must come to Barnes Emulsion for permanent, instead of tem- 
=. control of Worms. National advertising which will get orders coming for Barnes 
mulsion, and create additional business which will be turned over to YOU. 


Write for Our Unusual Proposition— 


for wholesale prices, terms, advertising helps and guarantee. Our plan is an eye- 
opener. It means PROFITS. You have everything to gain, risk nothing. Write 
us now. 


BARNES EMULSION COMPANY 


Main Office: 85 MERCHANTS EXCHANGE BLDG., ST. LOUIS, MO. 
Laboratories and Factory, Box 85, Gardena, Calif. 


OUR SECOND CARLOAD OF YEAST 
within a year. 


Doughboy Poultry Yeast Mashes 


makes the poultryman’s dreams cometrue. Dealers 
everywhere report wonderful repeat business. 


DOUGHBOY MOLASSIE DAIRY 
cheaper and better than BRAN. 


Write for circular. 


QUICK OR DEFERRED SHIPMENTS 
MIXED OR STRAIGHT CARS 


NEW RICHMOND ROLLER MILLS COMPANY 


NEW RICHMOND, WISCONSIN 
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Feed Dealers Should Handle 
Reliable Poultry Remedies 


not thrive or produce results. 
Feeds are often blamed and _ busi- 
ness is lost. 

It is profitable for every dealer to 
recommend and sell a good, reliable 
poultry remedy or conditioner as a side- 
line to his regular feed business. 

Worms are one of the most serious 
detriments to successful poultry raising. 

I. K. Mayr, feed dealer at Beaver 
Dam, Wis., has overcome this difficuity 
by engaging an expert poultryman to 
give free inspection of flocks in his ter- 
ritory. In the canvass that was made 
about a year ago, the service man dis- 
covered that practically every flock was 
infected with worms. One bird at each 
farm was killed and discected and the 
farmer was able to observe the affected 
parts. He was thereby convinced that 
the flock needed attention. 

Barnes’ Emulsion, a worm remedy, 
which Mr. Mayr sold from his feed 
store, was prescribed. The expert poul- 
tryman supervised the treatment, al- 
though directions can easily be followed 
by anybody, and the flock was soon in 
good condition. Then the feeding of a 


ALFALFA 
MEAL 


Dependable Western 
Meal for the Dairy 
feed. 


Sot run-down poultry flocks will 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bidg. 


Lamar, Colo. St. Louis, Mo. 
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balanced ration was recommended and 
resulted in many additional sales of feed. 
With the hens in a healthy condition, 
the feeds produced results, pleased the 
farmers and brought repeat business to 
Mayr’s store. 

Success attained by other dealers, 
hatcheries, and poultrymen, in handling 
a remedy and conditioner, is described 
in several letters which were sent to 
the Barnes Emulsion Co., 85 Merchants 
Exchange building, St. Louis, Mo., 
manufacturers of Barnes’ Emulsion. 

“T am always glad to report success 
with any products in connection with 
poultry raising,” write J. C. Fishel & 
Son, Columbus, Ind., world famous 
White Wyandotte breeders. 

“For three years we have used Barnes’ 
Emulsion, both in our own flocks and 
in selling to poultrymen in this locality. 
I am pleased to state that it does the 
work in splendid shape. It does, not re- 
tard egg production in the least and I 
believe that even if a flock of poultry 
did not have a single worm, it would 
more than pay for itself in the way of 
a conditioner, and in the assimilation 
of food. We will always keep Barnes’ 
Emulsion in stock, both for our own 
use and for sale for our customers.” 

J. J. Schuld, Loyal, Wis., hatchery- 
man, reports an increase in egg produc- 
tion from his flocks. 

“Flock No. 1,” he writes, “contains 
339 birds hatched May 4. Flock No. 2, 
cortains 270 birds. 

“Fleck No. 2 was doing hardly any- 


thing on December 11, when I started 
to use Barnes’ Emulsion, and on that 
day we had 184 eggs from both flocks. 
On January 1, we received 238 eggs 
from flock No. 1, and 65 eggs from 
flock No. 2, a total of 303 eggs for the 
day.” 

C. I. Bashore, secretary and treasurer 
of the International Baby Chick asso- 
ciation, who is nationally known among 
poultry raisers, in his letter to the 
Barnes’ Emulsion Co., writes: 

“T have been using and selling Barnes’ 
Emulsion for several years. It is one of 
the products I have hand‘ed on which 
I believe I have never had a single com- 
plaint.” 

The Mueller-Cory Hatchery, Fort At- 
kinson, Wis., writes the following com- 
ments: 

“We take great plesaure in advising 
you that we have used and sold Barnes’ 
Emulsion for the past four years and 
have found same to meet our highest 
expectations. It certainly is a product 
that will give results claimed. In fact, 
we have used this product in actual 
tests on flocks that were practically all 
out of condition and in four weeks we 
had the flock back in the very peak of 
production and in wonderful condition 
in every way.” 

Dealers who contemplate handling 
poultry remedies should take advantage 
of tieing up with the prestige gained by 
a well-known product. The Feed Bag 
is careful to present the advertising of 
reliable firms and dealers will benefit by 
negotiating with them. 


TURK & BRICCO, Sugar Bush, 


Wis., have installed an electric motor in 
their mill to operate the machinery. 


(APITAL 


= WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlings 
_ Bran, Screenings not exceeding mill run — 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4.6% 
CRUDE FIBRE - - 83% — 

ST. PAUL, MINN. ——— 


> Office 315 Corn Exchange ~~ 
\MINNEAPOLIS, MINN. 
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WE SELL DEALERS ONLY 


Queen Wheat Feed 
is a Pure Wheat offal 


and is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
or mixed cars with Che- 
rokee Pure Bran and 


Cherokee Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
Minneapolis, Minnesota 


4 
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It Sure Pays To Advertise 
Says Joe Straub 


(Continued from Page Twenty-seven) 


Illustrations to run in the circular wil! 
be gladly furnished by manufacturers or 
jobbers with whom the dealer does busi- 
ness. Mr. Straub obtained many of his 
cuts from these sources. The miniature 
cuts, three inches in diameter, of the 
White Leghorns and herd of Holstein- 
Friesan cattle may be purchased from 
The Feed Bag for $1.00 each. 

Mr. Straub speaks the truth when he 
says that “advertising sure does pay.” 
Every feed dealer who expects to suc- 
ceed in business must tell the world 
what he has to sell. 

It is a good plan to get on the gate 
post occasionally and crow for business 
by issuing a big circular. Joe Straub’s 
success proves that it pays. 


A LONE CRACKSMAN looted the 
safe of the Federal Mill Elevator Co., 
Camillus, N. Y., taking $99 in cash and 
leaving $46 in checks untouched in the 
cash drawer. 


FRANK D. FISH, Ithaca, N. Y., died 
in his home recently following a stroke 
of apoplexy. He was engaged in several 
partnerships in Ithaca in early life, but 
for the past decade had conducted his 
own grain and feed business. 


¢TRUVEN'S, 
FISH MEAL, 


IS MADE FROM THE 
WHOLE MENHADEN FISH 


—Fresh from the Sea 


Ir contains the flesh, bones and in- 
ternal organs—the latter the prob- 
able source of the important Vita- 
mins A and D. 


IT is as valuable for its 20% Min- 
erals—including Calcium, Phosphor- 
ous, Sodium, Potassium, Magnesium, 
Iron, Sulphur and Iodine—as for 
its 58 to 62% highly digestible Pro- 
teins. 


THis natural combination of Min- 
erals and Proteins will give your 
feeds an efficiency not obtainable from 
other sources. 


Write us for sample. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 


Meal 


ALL GRADES 
Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 
Established 1898 MEMPHIS, TENN. 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feeds Shipper 


HARVARD, ILLINOIS 
PHONES 135 AND 118 
Excellent service, highly reliable; 
Quality paramount---that’s undeniable; 


Best of attention, prices agreeable; 
Our mottois: ‘‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


DIAMOND Ball Bearing 
ATTRITION MILLS 


will increase your grinding PROFITS and keep your 
overhead down. Make us prove it. Write today. 


Diamond Huller Co., Winona, Minn. 
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CHANGES 


about the plant—new machinery, new 
power units, a new addition, or perhaps 
just remodeling—usually influence the 
insurance rate. If you plan any changes 
and wish to maintain your rate as low aspossible through 
standard construction and installation methods, your in- 
surance company should be notified. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 
J. J. Fitzgerald 


Secretary and Treasurer 
Indianapolis, Ind. 


Cc. R. McCotter 


Ass't. Secy. and Western Mgr. 
Omaha, Nebraska 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEF 


Get on our list. Market letters and prices. 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 


Quality and Service Guaranteed 


usiness 
expands with 


Printed messages 

They are profitable 

ADTKE ORTSCH 
BROS. Co. 


1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 
Puons 1076 MILWAUKEE 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL COMPANY, INC. 


616 Corn Exchange Bidg. Minneapolis, Minnesota 


Broapway WISCONSIN 
SUGAR 


RED GOLD sien 


Strawberries 


A marvelous new berry, rich, sweet, 
bright in color, fine in flavor. Act- 
ualiy saves sugar, use half as much 
as ordinary for high grade pre- 
serves. Single plants produced 
hundreds of berries. Big yield from 


small bed. FREE 


Send us your name and 10c, or not, as 
you please, and we will send you our 
catalog and twostrong Red Gold plants 
at planting time, without cost. 


Paper Mulched Berries Better 


U. S. Govt. reports Paper Mulch saves 
moisture, kills weeds, increases yields 
in garden products. 

We offer special combinations of Red 
Gold plants and the necessary amount 
of Paper. 12 plants and paper, $2.00, 
50 plants and paper, $6.00. 100 plants 
with paper and _ special strawberry 
setting tool, $10.00. Paper Mulch en- 
ables you to get big yield from small 
bed with little work. 


Gardner Nursery Co. 


2 Plants 
for Testing 
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MILK FLOW 


THE FEED DEALERS’ 
MONEY MAKER 


Write for description. 


M.G.RANKIN & CO. 


Chamber of Commerce 
MILWAUKEE 


NOPCO COD LIVER OIL 
BEET PULP—MOLASSES 
DRIED BUTTERMILK— 


MIXED CARS— TON LOTS 
Get our prices. 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 


SKIM MILK — ALFALFA MEAL 


STERLING DAIRY FEEDS 


20% Protein 
For the dairyman who 
raises small crops of 
feeding grains. 


32% Protein 
For the dairyman who 
raises considerable corn, 
oats and barley. 


These two feeds are giving wonderful 
satisfaction. Samples and quotations 
onrequest. Effective sales helps given. 


We also manufacture the complete line of 
STERLING POULTRY FFEDS as well as 
STERLING PIG and HOG FEEDS. 


Carlots or mixed cars containing bran, middlings, 
rolled oats, oil meal, oyster shell, animal protein 
products, etc. 


NORTHRUP, KING & CoO. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


Wuen 1n MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 


600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 
Largest and Finest Ballroom in the 
Northwest 


RATES 
$2.00 
2.50 
84 Rooms at................. 3.00 
267 Booms 3.50 
4.00 
38 Booms 5.00 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


Quality—Service—Price 
and 
Responsibility 


Our service is as near 
as Your Telephone 


Broadway 4961 


BREWERS DRIED GRAINS 
GRAIN—CORN and OATS 
LINSEED OIL MEAL—HOMINY 
MILLFEEDS—CLINTON GLUTEN 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Operating Elevators at 
MILWAUKEE—CHICAGO 
DEPOT HARBOR, ONT. 


Brokers for 
CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 


minimum $1.00. 


FEED STORES WANTED 
Wanted to rent or willing to finance retail feed 
stores in Wisconsin. All replies strictly confiden- 
tial. Write T. F.,c/o THE FEED BAG, 86 East 
Michigan Street, Milwaukee, Wis. 


FOR SALE 

Wisconsin flour mill, grain elevator, seed and 
coal, feed grinding and mixing service, excellent 
bakers me domestic flour business. Rich farm- 
ing country. Oil engine and electric power. 
Includes residence. Priced right, $25,000. May 
sell one-half interest. Write BC-1, c/o THE 
FEED BAG, 86 East Michigan street, Mil- 
waukee, Wis. 


FEED SALESMAN WANTED 
Reputable manufacturer and jobber of eighty 
different kinds of feeds desires good reliable and 
experienced salesman. jive references and ex- 
perience. Write MC-1, c/o THE FEED BAG, 
&6 East Michigan street, Milwaukee, Wis. 


NATIONAL EGG WEEK 

National Poultry Council announces 
that “National Egg Week”, to be held 
May 1-7, is getting under way much 
more rapidly than in previous years. 
State committees have been organized, 
plan booklets completed and radio mes- 
sages and full literature and informa- 
tion regarding the entire organization 
and development of “National Egg 
Week” prepared. 


EMPLOYMENT WANTED 
Employment wanted in thriving store selling 
line of feeds, poultry equipment, farm seeds and 
garden supplies by experienced, steady worker, 
good education and personality. Address Box 
286, Aurora, Ill. 


WAREHOUSE WANTED 
Wanted. To purchase or lease a good grain or 
feed distributing warehouse in Wisconsin, Minne- 
sota or Iowa. All con- 
fidential. Write CH-1, c/o THE FEED BAG, 86 
East Michigan street, Milwaukee, Wis. 


EXPERIENCED FEED SALESMEN 
Two experienced feed salesmen wanted. If you 
can sell quality products and’have had experience, 
address K.M.,c/o THE FEED BAG, 86 East 
Michigan street, Milwaukee Wisconsin. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


SALESMAN WANTED 
Experienced salesman wanted with established 
trade for Pittsburgh territory by prominent feed 
manufacturer—permanent position, good salary 
for right man—give full references. Write MV-1, 
c/o THE FEED BAG, 86 East Michigan street, 
Milwaukee, Wis. 


S.T.Edwards & Co. 


Incorporated 


Feed System Engineers 
Plant Designs 
Special Feed Mill Machinery 
Feed Formulas 


DRIED BUTTERMILK AND 
SKIMMED MILK 


Packed 100-lb. paper-lined bags 


110 N. Franklin St. CHICAGO 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Millfeeds Screenings 

Oyster Shells Pondered 
Dried Butter Bone Meal 

Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bldg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


KELLOGG SEED CO., Milwaukee, 
is conducting a radio program again 
this year. Broadcasts are made every 
day at noon for 15 minutes, with the 
exception of Saturdays and Sundays, 
over WTMJ, the Milwaukee Journal 
station. 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 


Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


FOR 
CORN OR OATS 
QUALITY and SERVICE 


your trade demands 
Write, Phone or Wire 


Western Terminal Elevator Company 
Sioux City, Iowa 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


Established 1884 


Members of Minneapolis Chamber of Commerce 


MIXED CARS — STRAIGHT CARS 


MOLASSES DAIRY FEED 


one 80 DIFFERENT KINDS--Ground Feeds--Coarse Grains--Millfeed--Dried 
Beet Pulp--Oil Meal--Poultry Feeds--Molasses Flax Screenings, E 


“SWEET PRINCESS” N[OLASSES 


tec. 


Buyers and Sellers Barrels 


Send for 


MANEY BROTHERS MILL & ELEVATOR CO., MINN. 


Office and Mill, Milwaukee, Wis. 


INSTITUTIONAL 


4% 
SWEET DAIRY FEED 
THE BEST BUY ON THE MARKET 


NEWTON FEED COMPANY 


Eastern Office, Boston, Mass. 
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JOE MUSSER, Fairmont, Minn., 
junior partner of the Fairmont Eleva- 
tor Co., has joined the staff of the In- 
ternational Sugar Feed Co. as sales rep- 
resentative in the vicinity of Fairmont. 


TESKE COAL & FEED CO., Chas- 
ka, Minn., has installed new machinery 
for feed mixing. 


CO-OPERATIVE CREAMERY, 
Flom, Minn., is building a large feed 
warehouse and will handle dairy pro- 
ducts and feeds. 


Need Salt? 


Here’s the Best—For Farm Trade 


OLD DUTCH FARM SALT 


(No. 1 Medium—Pan Evaporated—Non-Hardening Salt) 


Good Profits---Excellent Customer Satisfaction Assured 


WRITE FOR PRICES AND SAMPLES 


A. L. STANCHFIELD 


(EXCLUSIVE SALES AGENT) 


502 Corn Exchange Building 


MINNEAPOLIS, MINN. 


Camel is regu- 
namely Low 


CAMEL WHEAT MIXED FEED 


Comes from the choicest of wheat selected 
for high protein content. 

lar old-fashioned mill-run, 
Grade, Red Dog, Middlings and Bran all 
run together into the Camel sack. Forty- 
eight hour shipments assured during March 
and April. 


Guaranteed: Protein 16%, Fat 5%, Fibre 81% 


EXCELSIOR MILLING CO., 


AMES-BURNS CO., Jamestown—exclusive New York distributors. 


JOHN FITZGERALD, Janesville—special Wi 


repr tative. 


B. J. GIBSON, Danville, 111.—special Illinois and Kentucky representative. 


ARDANCO 


15% Protein 


Your Trade Can Feed Ardanco as is 


Old Process 
Screenings Oil Feed 


23% Protein 


Adapted for Feed Manufacturers and Mixers 


Write for samples and full particulars about 
these two feeds. We are shippers of RED 
DURUM — CORN - OATS — BARLEY — BUCK- 
WHEAT and other grain for poultry feed. 
Elevator capacity 2,500,000 bushels. It will 
pay you to get our quotations regularly. 


ARCHER-DANIELS-MIDLAND CO. 


Manufacturers of Linseed Oil and Meal 
GRAIN DEPARTMENT 


MINNEAPOLIS -—- MINNESOTA 


Wire or Write for Our Quotations if you are not receiving 


them regularly. 


THE FEED BAG—APRIL, 1929 


Page Forty-nine 


| 
| 
| 
| | 
| 
| 
| 
| | 
| 
| | 
| 
| 
sconsin 
| 
| 
| | 
\| 
| 
| 
| 
| | 
| | 
me 
| 
| | 
| 
| 
| 
| 
| 
| 
1} | 
i 
| 
| 
| 
: 


Che feed Bag 


Vol. 5. No. 4. APRIL, 1929 


DAVID KNOX STEENBERGH 
Managing Editor 

Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
deaier publication in the field. Subscription price 
—$2.00 per year. 

Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New England 
Retail Grain Dealers association. Feed Merchants 
Bulletin of the Eastern Federation of Feed Mer- 
chants merged with The Feed Bag, July, 1928. 


Copyright, 1929, Editorial Service Co., Inc. 


TRacE MARK 
REGISTERED 


Codliver Oil 
in Powder 
Form 


(Patented) 


Easier to mix in 
your mash. 


Feed Manufacturers 
have been using Col- 
liverol successfully 
for several years. It 
has been tested and 
approved by agricul- 
tural authorities. 
Vitamine ‘‘D’’ con- 
tent guaranteed. 


Write for sample and 
full particulars. 


STUHR - SEIDL 
COMPANY 


DISTRIBUTORS 
Chamber of Commerce 
MINNEAPOLIS 


FRANKE GRAIN CO. 


DISTRIBUTORS 


MiLWAUREE WISCONSIN 


PLYMOUTH 


BRAND 


“MEAT SCRAP 


= PROTEIN 5SO% 


MEAT SCRAP 
TANKAGE 
BONE MEAL 


fat 
= FIORE = 


100 LBS. NET 


E.W. BOHNSACK CO. 
PLYMOUTH, WIS. 


SOLE DISTRIBUTORS 


THE FRANKE GRAIN CO. 


GRAIN AND FEED 
MILWAUKEE, WISCONSIN 


Shipments from Milwaukee or Plymouth, Wis. 
Carloads, Ton and Bag Lots, Phone Broadway 2174. 


Page Fifty 


Deutsch & Sickert 


400-402 Chamber of Commerce 
MILWAUKEE, WISCONSIN 


Company 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone— Call 
BROADWAY 


1674 
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True Value 


GROWING MASH 


WITH BUTTERMILK © 


NET WHEN PACKED 


LADISH MILLING CO. 
MILWAUKEE, WIS. 


Start them right—then 
Make them grow 


DEALERS: 


Let us show you how 
you can teach your 
poultrymen to feed 
properly through our 
novel plan of free di- 
rect mail ‘‘correspon- 
dence study.”’ 


The most common error made by the average 
poultryman is not ‘‘growing’’ his chicks 
properly after he has them started. Great 
care in starting them right with True Value 
Chick Starter Mash must be followed with 
equal care in feeding True Value Grow- 
ing Mash. Getting proper growth and 
still not ‘‘forcing’’ early maturity is the out- 
standing virtue of True Value Growing Mash. 


MANUFACTURED AND GUARANTEED BY 


Ladish Milling Co. 


MILWAUKEE, WIS. 


REG.U.S. PAT. OFF 
A 
yi 
6, 
4 SS SSS 
IOOLBS. 
/ \ 


KING MIDAS Mixed Car 


Get All 
Your 
Feeds and 
Flour 
in One 
Mixed Car 


Fill out your King 


Midas Flour cars Kl N G M 1 DAS M 1 LL co. 
with these feeds, MINNEAPOLIS 


WEEKLY PRICE LIST APRIL 4, 1929 


We quote today, subject to market changes and our confirmation, arrival draft terms, f. o. b. Minneapolis, in 


mixed or split cars, as follows: (Sacks included.) 

Per Ton 
King Midas Poultry Scratch (no grit).... $00.00 No. 1 Feed (2s cracked corn, }g crushed oats) $00.00 
Pickaway Poultry Scratch (no grit)...... $00.00 No. 2 Feed (1! cracked corn, % crushed oats) $00.00 
King Midas Chick Scratch (no grit)..... $00.00 No. 3 Feed (1 cracked corn, 24 crushed oats) $00.00 
King Midas Chick Scratch (no corn)..... $00.00 Please be sure to specify whether coarse or fine. 
Pickaway Chick Scratch (no grit).......- $00.00 


King Midas Growing Scratch (no grit)... $00.00 
NOTE CAREFULLY—Above prices are in 100’s Jute. 
Add to Jute prices for 100’s White Cotton, 50c per ton; 


Or Bu. $ .00 
Buckwheat—for feed...........-. 100 Ibs. $ 0.00 
King Midas Egg Mash (with Dried Butter- Corn—No. 3 Yellow or better, Shelled..Bu. $ .00 
milk and Cod Liver Oil)............-- $00.00 Corn—Cracked...............-ssee0- Ton $00.00 
Pickaway Egg Mash (with C. L. O.)...... $00.00 Corn—Cracked, Fancy Polished 
King Midas Growing Mash (with Dried B. Ton $00.00 
King Midas Chick Mash (with Dried B. M. Ton $00.00 
_— ord Poultry Fattener (with Dried $00.00 _Kaffir Corn and Milo Maize (mixed) 100 Ibs. $ 0.00 
Cotton. Add to White Cotton price for 50’s Cotton, Oats (specify crimped or crushed)...... Ton $00.00 
$2.00 per ton; 25’s Paper, $2.50. Oats—Ground (specify whether coarse 
King Midas Dairy Balancer (32% protein) $00.00 No. 2 Rye Grain, or better........ 1001bs. $ 0.00 
King Midas Dairy Feed (20% protein) $00.00 Wheat—for feed..................+++- Bu. $ 0.00 
Holsum Dairy Feed (16% protein) $00.00 
Blatchford’s Calf Meal (50's cot.)........ $00.00 ‘ 
Blatchford’s Calf Meal (25’s cot.)........ $00.00 
o protein)........ 
Cotconseed Meal (43% protein).......... $00.00 
King Midas Pig Meal (32% protein) $00.00 Oe eS $00.00 
King Midas Hog Fattener (15% protein) $00.00 *Dried Buttermilk. .............26500¢ Cwt. $ 0.00 
Linseed Oil Meal (34% protein)......... $00.00 
Linseed Oil Meal (30% protein)......... $00.00 
Cloverleaf Pure Wheat Bran (15% prot.) $00.00 Grit (Mica Crystal) specify hen or chick size $00.00 
Standard Wheat Middlings (15% prot.) $00.00 Grit (Pearl) specify hen or chick size...... $00.00 
Snowball Wheat Flour Midds. (16% prot.) $00.00 Charcoal (coarse, medium or fine)....... $00.00 
King Midas Red Dog (16.5% prot.) $00.00 Poutery Bone Meal $00.00 
King Midas Wheat Mixed Feed (15.5% prot.) $00.00 $00.00 
King Midas Rye Middlings (15% prot.) $00.00 *Take less th 1 


For less than carload shipments, add as follows: $1.00 per ton to the above prices for 5 ton lots; $2.00 per ton 
for 1 to 5 ton lots; $3.00 per ton for less than one ton lots. These prices are for prompt shipment. 


Youre very truly, KING MIDAS MILL CO. 
FEED DEPARTMENT 


Now, you can bu 
One or all of 55 va 


with King Midas 


y King Midas feeds, 


Tieties, in mixed Cars 
flour. 


request if you are not 


Kinc Mipas MILL C 


MINNEAPOLIs, MINNESOTA 


Service 


QUICKER 
TURNOVER 
Increase 

Your 
Profits 
Reduce 
Your 
Investment 


| 
| 0. | | 


